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LIFE INSURANCE EDITION 


FRIDAY, MARCH 4, 1927 


A Record of Consistent Achievement Behind Us; 
“. A Program of Healthy Developement Before Us; 


=. 


A new plan of Agency Co-operation and 
the development of new sales plans 
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The Bank Savings Life Insurance Company 
Eighteenth Annual Statement, December 31, 1926 





ADMITTED ASSETS LIABILITIES 
First Mortgage Loans $2,392,869.60 Legal Reserve on Policies and An- 
Real Estate ...... 19,920.76 nuities $2,855,269.12 
Bonds 192,200.00 Present Value of Amounts not yet 
Cash in Banks 117,425.69 due on Income Policies and other 
Interest Due and Accrued 63,467.86 Contracts 53.216.99 
Policy Loans 585,791.91 a , 
Ail cies ieee hamste tected, Dividends left with Company. 15.689.78 
ing Premium Notes, Deferred Premiums and Interest Paid in 
and Unreported Premiums with- Advance 23,067.13 
in Reserve . 147,546.26 Reserve for Taxes, all other Lia- 
bilities and for Contingencies 130,340.03 


Surplus 241,639.03 


441,639.03 





$3,519,222.08 $3,519,222.08 





HISTORY IN FIGURES 
h is a matter of natural development 
tent growth means Permanent Lif. 
Liabilities , ; 
End of Admitted Including Policyholders Insurance 
Year Assets Capital Net Surplus Reserve in Force 


1909 $ 279,467 $ 209,109 $ 79,358 $ 8,450 $ 1,301,774 
1914 546,472 467,012 79,460 264,819 6,141,944 
1919 1,329,362 1,189,053 140,309 978,205 12,538,712 
1924 2,936,981 2,711,433 235,548 2,356,127 20,067,450 
/ 1926 3,519,222 3,277,583 241,639 2,855,269 29,336,040 


LEGAL Reserve Old Line Life Insurance Company writing Non-Participating busi- 
ness only, with policy contracts thoroughly modernized and with rates that are the 
lowest consistent with sound actuarial practices. 
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Available territory, calling for full-time producers who are building for the future in 
Pennsylvania A aqnusas Vew Mert 0 
Ohio (Colorado lrisona 
/llinows Oklahoma lexas 
Vissouri lrkansas California 


The BANK SAVINGS LIFE INSURANCE COMPANY 
Topeka, Kansas 
GEO. L. GROGAN, Manager of 

















Edgewater Beach Hotel, Chicago 


EDGEWATER GULF HOTEL 


Under Same Management as Edgewater Beach Hotel, Chicago 


On the Gulf Coast at Biloxi, Mississippi 


(Only 21 hours from Chicago—2 hours to New Orleans) 


AMERICAN PLAN—400 rooms, each with bath and outside ex- 
posure. Recreational facilities include an 18-hole Golf Course, 
Enclosed Swimming Pool, Beautiful Bridle Paths, Tennis, Dancing, 


Fishing, Boating, etc. 


A GARAGE is available accommodating 75 cars. 





EDGEWATER BEACH HOTEL 


5300 Block Sheridan Road, on Lake Michigan, Chicago 
EUROPEAN PLAN TWO EXCELLENT RESTAURANTS 


1000 Rooms, all outside and each with bath. More than 1000 
feet devoted to outdoor recreation including miniature golf course, 
tennis courts, horseshoe courts, playgrounds, lawns, gardens and 
private bathing beach. 


A GARAGE accommodating 200 guests’ cars is in direct connection. 


Private Motor Coach service to and from the Loop. 


W. M. DEWEY, Managing Director 





Edgewater Gulf Hotel, Biloxi, Miss. 























Home Office 
Armour Boulevard and Main Street 


CNidland Lite 


INSTANCE 


Company 


Kansas City, Missouri 


There are men selling life insur- 
ance today whose present opportu- 
nities are limited but who have real 
futures. They are experienced, 
write a good volume of business 
and can handle men. But they must 
have a better deal before they reach 
full earning capacity. 


Many deserve to be and should 
succeed as general agents or district 
managets, especially in productive 
fields, representing a sound, grow- 
ing company. 


If you are qualified, make your- 
self known at once to the Midland 
Life, a solid, progressive company 
with $33,000,000 insurance in force 
—a company that meets competi- 
tion in all standard forms of policies 
and actually cooperates with its 
field forces. 

There are choice openings in 
Denver, Sedalia, St. Joseph, Wich- 
ita, Salina, Dallas, San Antonio and 
elsewhere. 

Take the first step toward a big- 
ger future today. Address your let- 
ter to the undersigned personally. 


Daniel Boone, President 
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And now! 


the last word in up to date accident 
insurance. 


The Motorists Complete 
Accident Policy 


Form 237 


Continental Casualty Co. 
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Thirty-first Year, No. 9 


AGENTS PLACE CASE 
BEFORE EXECUTIVES 


National Life Underwriters Asso- 
ciation Deplores Pian to Elim- 
inate Salesman 


SEEN IN GENERAL MOTORS | 


Attention Called to the High Service | 
That the Men With the Rate 


Bock Give | 


NEW YORK, March 3 An echo of 
the 


vreat agitation that took place in 


yroup field several months 


*100,000, 060 


ago when a | 


group cover Was written 


the General 


Life 


employes of 


Metropolitan 


lirect on the 


Motors by the with- 


ut payment of was heard 


connmission, 


here at a recent meeting of the trustees 
4% the National Life Underwriters Asso 
ciauon, who decided to send letters of 
rotest against this and other evils to | 


the presidents of all life companies and 


the presidents of all local life under- 
vriters’ associations. 
Danger Is Pointed Out 

This action is somewhat belated m 
view of the fact that the Group Asso- 
ciation has decided to write no more 
cases direct On a noncommission basis 
Superintendent Beha has virtually re- | 
scinded his ruling which allowed com- | 
mission to be returned on large group | 
cases involving 10,000 or more lives. | 


he circular letter being sent out to the 
presidents of all local life underwriters’ | 
associations points out the dangers | 
threatening the entire American agency 
system because of the fact that execu- | 
tives of some life companies have lis- | 
tened to the demands of certain assureds 


who have sought to eliminate the life 
underwriter in certain cases on the | 
grounds that his sole purpose was t# 
bring applicants to the company, that | 


his services could be rendered either by 
salaried company executives or person- 


nel officers of the insured company, and 


therefore a special rate free of commis- 
sion should be given such insurers, thus | 
ringing home offices into direct com- | 
tition with their own underwriters. 
Urges Local Bodies to Act 
The letter suggests that each local | 


issociation give prompt consideration to 
the question and sen 
lutions, if any, to all life companies, 
insurance commi every 
and the insurance press throughout the | 
ountry. The letter to the presidents of | 
ill life companies, which bears the sig- | 
ature of President George D. Alder 
nd all the officers and trustees of the 
National association, reads as follows: 


reso- 


the 


copies of its 


ssioners of state 


Letter from National Body 


“The National Association of Life 
Underwriters is deeply concerned over 
certain developments in the field, which 
seem to threaten the entire agency 
tem and which might bring about other 
evils which may injure the interests of 
ife insurance. The whole institution of | 


sys- 


| Eastern Life 


} permissive 


+} 


} paving 
} ret 
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AMERICAN MEN TABLE 
ADOPTED IN CONNECTICUT 


LEGISLATURE PASSES A BILL 


Officials Feel the Move- 
ment Will Soon Be Extended 
to Other States 


NEW YORK, March 3 Now that 
the Connecticut legislature has adopted 
the American Men mortality table as 
legal valuation = standard, 


there is a general feeling throughout the 


east that other states will take up the 
matt Connecticut is the first stat 
to pass such legislation. The bill is now 
before the governor and he is expected 
}to sign it. It would not be surprising 


to officials in this section to see a grad 
ual extension of this plan. The Conne 
ticut bill amends Section 4111 of the gen 
eral statute which establishes the 
governing mortality tables by adding 
he following paragraph 


} 
ruics 


“Any company may adopt as a lega 
minimum standard the American Men 
vitimate table of mortality with 3% per 
cent imterest for contracts issued on orf 
after Jan. 1, 1928, in lieu of the Ameri 
can Experience table of mortality.” 

Cereceran Was Sponsor 

Phe sponsor of the bill was Actuary 
W. M. Corcoran of the Connecticut «e 
| partment In tact, it was he who 
brought up the question before the Na 


tional Convention of Insurance Commis 


sioners at its meeting in San Antonio in 


1925. When the commissioners received 
Mr. Corcoran’s suggestion there was 
much agitation especially on part of 
western companies. It was supposed 
that the Actna Life and Travelers were 
the main companies back of the Corco 
ran suggestion rhe teeling prevailed 


that some of the mutual companies were 
such liberal dividends that their 
went what the non-par 


below ] 
ticipating companies could give 


cost 


Commissioners Voted Act Down 


Che matter was fought out in special 


committees and at the Los Angeles 
mecting the conimissioners voted down 
the adoption of the table Phe strongest 
champions of the American Men tabl 
jhave been the older non-participating 
companies The greatest effect of the 
new table would be to reduce the reserve 
to cover deficiencies in premiums now 
| required. Superintendent Beha of New 
York expressed himself in favor of the 
change, so that it is likely that in time 
the New York legislature may swing 
into line for the American Men tabk 
Ihe New York companies are indiffer 
}ent lhey realize that the adoption ot 
the American Men table would mean a 
jreduction of the net premiums on_ the 
younger ages They acknowledge that 
there are defects in the American tabk 
life insurance in this country has beet 
built on the agency system. While it ts 


conceded that fixing commission rates to 
be paid to the agency torce is the 
rogative of the executives at home ot 
fices, vet it is to the interest of policy 
holders, company executives, and_ life 
underwriters to improve rather than im 
pair the agency system. 
“Propositions have 


pre 
i 


been made te 


AMOUNT OF DISABILITY 
SHOWS MARKED GROWTH 


DUE TO GREAT POPULARITY 


Clause Contained in Nearly One-Third 


of Business in Force Says 


Company Actuary 


W YORK, March 3 The amount 


N1 
i disability now carried on the $80,000 


’ 1 
00oo0.000 of hte msurance im torce in this 


country amounts to approximately 300, 
000,000,000, declared Associate Actuary 
Edward W. Marshall of the Provident 
Mutual n an address made this week 
betore tie Wells & Connell general 
geneyv here of the conipans Qh tis 
vwnount the Provident Mutual has al 
read written disability provisions on 
$150,000,000 since it first bewan offering 
disabilit vcnehts five vears ago The 
vearly benetits provided ror inder the 


averegate disability provisions m torres 


) 


l total amount of premio 


neluding thy 
promised Now approvnnate 


= 200,000,000, 


vers 


Figures Based on Correspondence 


my figures are based on re 
btained by Mr 
sonal correspondence 


‘ lout 
lat carry abou 


Marshall through per 
wit 


80 percent of the insur 


ine n torce mn the country \ propor 
tionate increase was made in the figures 
to account for the disability provisions 
in force in the remaming 20 percent ol 
he companies The cK mplete heures 
ind the conclusions he has drawn from 
vill soon be published, Mr. Marshall 
nnounced, in a volume on modern lite 
insurance tendencies now being prepared 
under the editorship of Dr S S 
Huebner 


regressive Liberalization in Contracts 


In his address on the “Development 
of the Life Insurance Contract” Mr 
Marshall said that progressive hberaliza 
tion was the distinguishing mark of its 
history, pointing out the progress mad 
since 1860 in liberalizing or entirely 
eliminating narrow restrictions on resi 
dence, travel, appheation forms, payment 
of claims, cash values, lapsations, sett 


and = cisabilits 


ment options, dividends 

benetits. Undoubtedly the most popular 

life insurance imnovation of the past 
] disability claus« 


veneration has been the 
] 


Reforms Initiated by Companics 

In a reterence to “treak underwrit 
ing and other dangerous practices, Mr 
Marshall declared that the histor of 
the life companies showed that in the 
mast needed reforms have almost always 
been mitiated by the companies thes 
selves | ewislat ol has occasionally 


cen required to force a few incorrigibl 


companies into line, he said in conclu 
sion, but most of the progress of the 
life insurance business during the past 
half century can be attributed almost 

ily to the sound and conservative 


' 
wractices established bw the con panics 


themselves 


many lite 
last few 


msurance companies in tive 
which certainly tend to 
minimize the service that should be ren 
dered by the underwriter. There have 
(CONTINUED ON PAGE 32) 
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MICHIGAN MUTUAL SOLD 
TO ALBERT M. JOHNSON 


Company in Due Season Will Be 


Merged With the National 
Life, U. S. A. 


IMPORTANT DEAL CLOSED 


J. J. Mooney, President of the Detroit 
Company, Will Become Vice-Presi- 


dent cf Chicago Company 


ine ¢ « largest and most signi 

ca insactions from a financial stand 
yy t . uspired in many years 
is revealed in the announcement that 
Alber in s chairman of tix 
board of the National Life U. S. A. of 
Chicago, has acquired practically all of 
the stock the Michigan Mutual | 


{ Detror While no further staten 


Is ule at this time, it is presumed that 
n due course the business of the Michi 
gan Mutual wi « reinsured in the Na 
tional Life UL. S. A.. making that inst 
tution one ot the largest lite Compan 
writing only non-participating insurance 
Ihe National Lite U. 8S, A. in the event 
the plans are carried through will have 
life msurance in torce in excess of $300 


000.000. assets u $50,000,000, 


$50 


excess Ot 
and me production of 


000,000 yearly. 


DUSsInEss 


Crowning Event in Mr. Johnson's Carcer 





In many respects this transaction is 
the crownme acluevement of a long 
cares operations by Mr 
olinsot He has passed through all of 
the vicissitudes of fortune of the man 
who begins his business life early and 
goes through the hardships attendant 
pon making one’s own way in_ the 
ork Following his education at Cor 
nell along engineering lines, he became 
connected with work on railroads, lead 
and zine properties, gas and electrical 
plants While still quite young, how 
ever, he became interested in the Na 
tional Life U. S. A., which, although 


established in had done little new 
usiness up to and including 1900. At 
that time it had approximately $14,000, 
000 insurance in force. The home office 
Washington, D. C., where it had 
conn under a_ charter 
gyranted by a special act of Congress, the 


1868, 


Was i 


existence 


mto 


only charter of its kind ever granted 
This special action was an expression 
of appreciation to Jay Cooke, the great 


effectively solved the 


Hnancie. who 

many problems of the government dur 
ing the Civil War Other prominent 
nen in the early history of the company 
vere William E. Chandler, assistant 
secretary of the navv and senator from 
New Hampshire; | A. Rollins, form 
erly United States commissioner of in 


revenue, and a number of other 
financiers Of national reputation. 


Became Inactive 





Company 


lhe company had a rapid growth for 
a few vears, but became inactive in the 
production of new business as a result 


(CONTINUED ON PAGE 16) 
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KANSAS SALES CONGRESS 
TERMED A GREAT SUCCESS 


ATTENDANCE RECORD SET/ASSOCIATES GIVE TRIBUTE 


Insurance Code Recently Adopted in 
State Is Discussed at Meeting 
Held in Topeka 


TOPEKA, KAN March 2.—The 
sales congress of the Kansas Life Un- 
derwriters Association held in Topeka 


last week was said to be the most suc- 
cessful the insurance men have ever held 
in this state. The attendance was 
larger; there was greater interest in the 
discussions and the program was of 
such a varied nature that the big and the 
little, 
insurance business was 
good deal out of the meeting. Friday 
morning was devoted to agency meet- 
ings of the various companies with head- 
quarters in Topeka. Most of the com- 


able to get a 


panies put on luncheons for their agents | 


and then went into the sales congress in 
a body for the first session Friday after- 
noon. 

Discuss New Kansas Code 


Much of this was devoted to 
discussions of the new Kansas insurance 
code and particularly with reference to 
the agent's qualification law, embodied 
in the code. H. K. Lindsley of Wichita, 
chairman of the insurance committee of 
the house of representatives and a mem- 
ber of the code commission; William R. 
Baker, superintendent of insurance and 
chairman of the code commission, and 
Charles Hobbs, actuary for the insur- 
ance department, all discussed various 
phases of the new code and its applica- 
tion to life insurance and particularly to 
the life insurance 


session 


the novice and the veteran in the | 


iF FAREWELL DINNER WAS 
| 
| People Honor Departing Agency Head 


Who Goes to Home 
Life 


The Continental American Life ten- 
i dered a complimentary dinner on Tues- 
| day to James A. Fulton, who resigned 
| recently as vice-president to become 
superintendent of agencies of the Home 
| Life of New York. 

Practically the entire official staff, 
| home office force and field force of the 
|company gathered at Wilmington, Del. 
to express their good wishes to Mr. 
| Fulton in his new connection and their 
| regret to have him leave the Continental. 

President Philip Burnet spoke in 
glowing terms of the exceptional ca- 
pacity of Mr. Fulton as an insurance 
executive, his thorough knowledge of 
lthe business and of the fine personal 
| qualities as a man which held him in 
high esteem of all those with whom he 


came in contact. 

A. M. Wells, one of the oldest men 
in point of service in the field force, 
presented Mr. Fulton a handsome 


watch on behalf of the field organiza- 
tion. The managers presented him with 
ia Gladstone traveling bag. The mem- 
| bers of the home office staff presented 
Mr. Fulton with a set of studs and cuff 
links. 

Mr. Fulton 


has been connected with 
l'the Continental American for the past 
12 years. Starting as a salesman, he 
|} went in the home office as agency secre- 
tary about nine vears ago and two years 
later was made agency manager. In 


agents. There was z 
hour’s discussion moa various . Plone | 192% he was elected and ony rns presi- 
home office problems, including the se- -_ in os od 2 gel a mots 
lection of agents and co-operation be- ag - en P- lh calgon 
tween the home office and the agents, | ~ " — ae —*, ogre ; 
present at the dinner and received a 


participated in by T. Howard Groves of 
the Equitable Life in Kansas City, Mo.: 
R. B. Branham, of the Aetna Life gen- 
eral agency in Topeka; Guy 
of the 
inson and W. K. Whitfield, president of 
the International Life of St. Louis. 

Friday evening there was a smoker 
and a discussion of association prob- 
lems. Bert S. Berry of Hutchison; F. 
F. Frisbie of Wichita and S. W. Adams 
of Topeka, president of the three largest 
life underwriters association in the state. 
discussed questions of increasing and 
maintaining interest in the associations 
and their work. 

Policyholders Give Views 


The Saturday morning session was 
most unusual for the Kansas life under- 
writers. A group of business men, most 
of them not connected with the insur- 
ance business in any way except as pol- 
icyholders, were called to the meetings 
and asked to tell the agents something 
about their views of life insurance. 
These men gave to the agents much val- 
uable information which they can use in 
the discussion of new policies with busi- 
ness men. W. W. Bowman, secretary of 
the Kansas Bankers Association; Robert 
Austin, head of one of the largest whole- 
sale hardware companies in the west: 
W. Laird Dean. president of the Co- 
lumbian Title & Trust, discussed at 
some length why they took out their 
first insurance policies, how they had 
helped in their business and what they 
regarded as the needs of business men 
in the way of insurance. Harry Stanley, 
general agent of the ‘ 
York at Wichita, told how he obtained 
prospect lists and John McClung of the 
Aetna agency at Manhattan told of the 
value of systematic records and a defi- 
nite planning of the work of an agent. 

Company Presidents Speak 


At the opening of the Saturday after- 
noon session E. H. Lupton, president of 
the Bank Savings Life: F. Metzger, 
president of the American Home Life 


Equitable of New | 


Glasscock, | 
Bankers Reserve Life in Hutch- | 


|heartv welcome from the Continental 
| American field men 

and J. H. Edwards, president of the | 
| Kansas Life, three of the older compa- 


GIVEN JAMES A. FULTON | 


| AGENTS SEEK TO LIMIT 
SAVINGS BANK INSURANCE | 


FEAR LOSS OF COMMISSIONS 


} 
Argue for Massachusetts Bill to Keep | 


Plan from Taking Business 
They Might Secure 


BOSTON, March 2.—Members of the 
Boston Life Underwriters 
appeared before the insurance commit- 
tee of the Massachusetts legislature last 
week in behalf of a bill entered in the 
name of Merle G. Summers, of Merle & 
Summers, home office agency of the 
New England Mutual Life, which would 
amend the general laws so that the 
maximum amount of insurance which 
might be issued to any one person by 
two or more banks under the savings 
bank life insurance plan of the state 


| should not exceed $2,000 in the aggre- 


| gate, 


| Massachusetts. 


| gle bank, 


nies in Topeka, presented their views of | 


prospects for the next 
twenty years. Then Harry Colmery, at- 
torney, discussed the value of annuities. 

Chester O. Fischer, general agent for 
the Massachusetts Mutual in St. Louis 
and first vice-president of the National 
Association of Life Underwriters, closed 


| life insurance 


the meeting with an address on the pur- | 


pose and value of the associations and of 
cooperative effort among insurance men 
generally to improve the profession. 


Name Code for Baker 


During the course of the congress the 
life underwriters started the ball rolling 
to have the new Kansas insurance code 

| known as the “Baker” code in honor of 
William R. Baker, superintendent of in- 
surance. The plan was first proposed 
| by H. K. Lindsley, president of the 
| Farmers & Bankers Life of Wichita. He 
pointed out that it was through the ef- 
forts of Mr. Baker that the 1925 legisla- 
ture authorized the code commission, 
that Mr. Baker was chairman of the 
commission and gathered the informa- 
| tion needed to shape the course of the 
proposed legislation and had been of in- 
valuable assistance to the legislative 
committees in developing the code in 
final form. 


American National Figures 


National of Galveston 
22nd annual statement 
795,734, capital $1,000,- 
|} 000, net surplus, assigned and unas- 
|signed, $2,874,514, insurance in force 
| 383,579,015, increase $81,300,719. It has 
|paid policyholders since organization 
$22,330,555. Its gross income per 
mcr now exceeds $1,000,000. The 


The American 
has issued its 
showing assets $25, 


American National has had a particu- 
notable growth. 


larly 


exclusive of dividends or profits, 
and the maximum yearly payments to 
any one person under annuity contracts 
issued by two or more banks should not 
exceed $400. President Stanford Wright 
stated the association had gone on rec- 
ord in favor of the bill and presented 
Merle G. Summers, who stated the views 
of the insurance men on the subject. 


Charges Unfair Competition 


Mr. Summers pointed out that the bill 
had been filed to correct abuses due to 
lack of limitations in the original bill 
creating savings banks life insurance in 
While the bill originally 
intended to provide small sums of insur- 
ance to poor people, $1,000 from a sin- 
the increase in the number of 
banks handling the insurance 
changed the original plan that the sys- 
tem was becoming an unfair and unjust 
competition, backed as it was by the 
subsidies of the state, a lower tax rate, 
offices in the state house and the pres- 
tige of the state seal and state backing. 
When confined to helping poor people 
get what insurance they could 
there was some argument in favor of the 
pian, but by increasing the number of 
banks, each able to supply $1,000 of in- 
surance, a person might secure $10,000 
of insurance and it could easily be seen 
that eventually a man might be able to 
get $100,000 or more of this insurance. 

Speaks for Agents 


manager of the 


Edward I. Brown, 
Phoenix Mutual Life in Boston, and 
past president of the Boston Life Un- 


Association, also spoke in 
bill and recorded the life 
underwriters associations of Fall River, 
Lowell and New Bedford in 
was pointed out that the life companies 
had nothing to do with the measure and 


derwriters 
favor of the 


that it was sponsored entirely by the 
agents, who individually most felt the 
effect of the competition of subsidized | 


insurance, 
Massachusetts not yet having 
such a total as to make any material dif- 
ference to the companies. 
Afraid of Losing Commissions 

Charles L. Barnes, savings bank life 
insurance commissioner, appeared in op- 
position to the bill, and the room was 
crowded with 50 or so representatives of 
the 96 savings banks of the state which 
handle the insurance, directly or as col- 
lectors. The commissioner stated the 
system had been inaugurated to provide 
insurance at cost to the people and the 
chief objection seemed to be over the 


| fact that the scheme had been so suc- 


|on the 


cessful. He minimized the state aid and 
said it could be absorbed by the banks 
and still leave the selling price 18 per- 
cent lower than the cost of life insur- 
ance in private companies. He looked 
talk of subsidy as a “smoke 
screen” to hide the fact that the real ob- 
jection to the savings bank plan was the 
loss of commissions to the life agents. 
Labor interests and several large indus- 
trial plants were recorded against the 


bill 


Association | 


had so | 


afford | 


favor. It | 


savings bank life insurance in | 
reached | 


March 4, 1927 


| GEORGE E. COPELAND DIES 
AT HOME IN MILWAUKEE 


|'WAS VETERAN AGENCY MAN 


Retired as Superintendent of Agencies 
| of Northwestern Mutual Nov. 1, 1925 
—With Company for 40 Years 


MILWAUKEE, March 3.—George 
EF. Copeland, 69, superintendent of agen- 
| cies for Northwestern Mutual Life until 
| his retirement Nov. 1, 1925, died at his 

apartment here Sunday night. Mr. 

Copeland had been in ill health for more 
| than a year. Early in 1926 he suffered 
l'an attack of blood poisoning and al- 
though he apparently had recovered, the 
effects of this illness weakened him and 
he was unable to throw off a cold which 
he contracted last week. It was his plan 
at the time of his retirement as supérin- 
tendent of agencies to move to southern 
California but ill health at various times 
prevented him from doing so. 


With Company 40 Years 


Mr. Copeland had been with the 
Northwestern Mutual Life for 40 years, 
starting as a general agent and later 
being transferred to the home office. He 
| Was appointed superintendent of agen- 
| cies in 1916. 

He was born in Middlebury, Vt., and 
after graduation from high school, be- 
came a telegrapher and later a railway 
train dispatcher. In 1878 he became as- 
| sociated with the United States revenue 

service in Springfield, Ill., a connection 
| which continued for nearly seven years. 
| In 1884, associated with Willis H. 
Post, later of the Postum Cereal Co., 
Mr. Copeland entered the life insurance 
business as general agent for the Equit- 
| able Life in the territory covering the 
| greater part of Illinois with general of- 
fices in Springfield and Peoria. In Octo- 
ber, 1885, he was offered a general 
agency contract by the Northwestern 
Mutual Life for southeastern Iowa and 
a part of Illinois. He accepted the 
| agency and located his offices at Daven- 
port. 


To Home Office in 1893 


His intimate contact with the person- 
nel of the agency forces of the company 
| began in 1886 when he was elected sec- 
retary and treasurer of the Association 
of Agents, which office he filled for 
seven years. 

He was called to the home office in 
1893 and became a member of the agency 
department then under the supervision 
| of the late Willard Merrill. In his early 
connection with the agency department 
he was also associated with A. W. Kim- 
ball and H. F. Norris. He was appointed 
second assistant superintendent of agen- 
cies in 1894 and when Mr. Norris be- 
came superintendent in 1903 he selected 
Mr. Copeland as:his first assistant. 
When Mr. Norris died in 1916 Mr. 
Copeland was appointed superintendent 
and he filled that position until his re- 
tirement in 1925 

Mr. Copeland | is survived by his wife, 
and two sons, James H. of Decatur, IIL, 
= Stewart B. of Bangor, Me. James 
Copeland is a district agent for North- 
western Mutual Life at Decatur and has 
been prominent in the Association of 
Agents. The funeral was held Wednes- 
day afternoon. Pallbearers were execu- 
tives of the Northwestern Mutual Life. 
{A number of general agents who are 
| located in the middle west attended the 
funeral. 


Gates With Chicago Agency 


Manager Darby A. Day of the Union 
Central Life in Chicago announces that 
Henry Gates is made statistician and 
agency instructor. He has been travel- 
ing auditor for the Union Central Life. 
On several occasions he has had to 
conduct agencies pending the appoint- 
ment of new managers. He is conver- 
sant with all the practices, rules and 
requirements of the company. 
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QUESTION ARISES OVER 
CHANGE IN POLICIES 





Life Underwriters Decry System- 
atic Raid on the Higher 
Priced Contracts 





RESOLUTIONS ARE PASSED 





New York Men Analyze the Conditions 
and Present What They Feel 
Is Ethical Position 





NEW YORK, March 
York Life Underwriters 
exhibiting unusual perseverance in car- 


3—The New 


Association is 


rying through its fight against an al- 
leged form of “twisting” on the part of 
certain firms, which make a general prac- 
tice of changing endowment and 20-pay- 
ment life policies into ordinary life poli- 
cies in creating life insurance estates for 
their clients. The matter came to a head 
here several weeks ago when Mellen-Han- 
mer & Co. and a committee of the local 
association laid their respective cases 
before Superintendent Beha, who later 
declared that the practice compained of, 
while not free from criticism, was never- 
theless not in violation of the anti-twist- 
ing provisions of the state insurance 
laws. 
Lawrence Priddy’s Letter 

Desiring further elucidation of the in- 
surance department’s attitude, Lawrence 
Priddy of the New York Life, chairman 
of the association’s committee handling 
the matter, wrote Superintendent Beha 
later and received the following reply: 

“As stated in my letter of Feb. 3, this 
department considers that the only fair 
method of changing a higher priced pol- 
icy to an ordinary life, especially where 
the policyholder desired additional in- 
surance, is on the basis of a policy dated 
as of the original date of the policy 
which is now being carried, to a policy 
for the amount which the premium the 
policyholder is now paying would have 
purchased at such original date. 

Acquisition Cost Expense 


“It is a well known fact that the ac- 
quisition cost expenses are not fully re- 
paid on a policy for a number of years 
no matter what kind of a policy is is- 
sued and the policyholder should there- 


fore not be required to pay this acquisi- | 


sion cost over again. In addition to 
that, the renewal expenses which are 
usually limited to 15 years have been 
paid upon the premium for a number of 
years and the policyholder ought not to 
required to pay these renewal ex- 
penses a second time. Therefore, the 
policyholder is entitled, in my opinion, 
if he has decided that a change of his 
insurance from a higher priced to a 
lower priced policy fits his particular 
need better, that the change should be 
made in accordance with the above.” 


Position of the 


In answer to a letter from Mellen & 
Hanmer, President William R. Collins 
was then instructed by the executive 
committee to make plain the stand taken 
by the association: 

“The position of the association to- 
ward anyone who holds a license to do 
business in this state for any company 
is that it is generally against the best 
interest of the insured to change estab- 
lished policies on the limited payment 
or endowment plans. It 
agrees with the superintendent of insur- 
ance in the opinion which he expressed 
as follows: 

“*Fairness to the policyholder, who 
has paid the acquisition expense on the 
premiums of a limited payment or en- 
dowment policy, requires that any 
change from such a policy should be to 


be 


Association 


life 


further | 


, became 


| WILLARD E. KING GOES 


TO THE DETROIT LIFE | 


IS MADE A _ VICE-PRESIDENT 


Has Been Head of the Agency Depart- 
ment of the Agricultural 
Life of Bay City. 


President M. E. O'Brien of the De- 
troit Life announces the election of Wil- 
lard E. King, as vice president. Mr. 
King is one of the best known life in- 
surance men in Michigan. He has been 


engaged in the work for the past 25 
years. 

When the Agricultural Life of Bay 
City, Mich., was organized, Mr. King 





WILLARD E. 
Elected Vice-President Detroit Life 


KING 


associated with that company 
as secretary, treasurer and agency man 
ager, and has been largely instrumental 
in building it up. Previously, Mr. King 
was associated with other life insurance 
corporations in executive positions of 
importance. He is president of the Indi- 
cator Publishing Company of Detroit. 
Mr. King, perhaps, is better known 
throughout Michigan as district deputy 
grand exalted ruler of the Benevolent 
& Protective Order ,of Elks. In an- 
nouncing his appointment, Mr. O’Brien 
said: “The Detroit Life in its progres- 
sive constructive program, realizes that 
the greatest asset of any financial insti- 
tution is high class capable men. We 
consider ourselves fortunate in securing 
the services of a man with such wide 
and successful life insurance experience 


as Mr. King.” 


the largest amount of ordinary life in- 
surance that the premium he is paying 
would purchase in the company issuing 
the original policy.’ 


What Should Be Done as Change 


“In other words, the association feels 
that in the cases where a change is nec- 
essary, it should be changed for the 
ameunt of ordinary life that the pre- 
mium would have originally bought at 
the original date and age of issue. The 
committee asked me to state further that 
it will continue to refer all proposals to 
change such policies as may come before 
it to the business practices committee 
to see that the provisions of Section 60 
of the insurance law are carried out and 


| that when this provision of the law is 


' 


committee will call it 
the superintendent of 
such other action 


violated, the 
the attention of 
insurance or take 
they may deem wise.’ 

The latest development in this con- 
troversy, which is of particular interest 
at this time in view of the increasing 


ADOPTED FOR AGENTS 


WILHELM PUTS ONE IN EFFECT 





Head of Northwestern National Life 
General Agency at Omaha Be- 
lieves Scheme Will Work 


H. O. Wilhelm & Co. of Omaha, state 
managers for the Northwestern National 
Life of Minneapolis, have adopted a 
profit-sharing plan to be participated in 
by all agents who comply with certain 
requirements. Although it has been in 
effect only a few weeks, H. O. Wilhelm, 
president of the agency, is now com- 
pletely convinced that the plan is work- 
able and practical. With this added 
stimulation, the agency made an increase 
in business in force in January 60 per- 
cent s~eater than was made in January, 
1926, although the agency now has $2,- 
600,000 more life insurance exposed to 
lapse than it had a year ago. The writ 
ten business increased 43 percent 


Basis of Profit Plan 


The profit-sharing plan is based upon 
the theory that the agency is aiming for 
an increase in insurance in force rather 
than a volume of new business. There- 
iore, h agent who makes an insur- 
ance increase of $2,500 or more during 
a given week will participate that week 
in the profit-sharing plan. <A _ further 
provision is that the total increase made 


eac 





by the group must be $60,000 for the 
week. If the total increase for the week 
for this group is $60,000 and less than 


$75,000, 50 cents per thousand is set 


aside, to be divided among those quali- 
fying proportionately they make in 


as 


creases. If the increase is $75,000 and 
less than $100,000, a bonus of 75 cents 
'a thousand will be divided. If the in 
crease is over $100,000 for the week, $1 


a thousand is placed in the pot. Weekly 
bonuses of individuals run all the way 
from $2 to $30 a week. 

Bonus for the Quarter 


It is further agreed that if the increase 
in insurance in force for the entire 
agency for the first quarter of the year 
reaches or exceeds $1,300,000 or an aver 
age for $100,000 per week, a bonus for 
the quarter equal to that already earned 
will be paid to qualified agents. 

The plan has resulted in increased 
team work, agents spurring each other 
on in order that the failure of one will 
not deprive the group of the bonus. It 
has also been the means of bringing in 
several new agents. 

In computing increase and 
cancellations, rejections, and lapses are 
deducted, while written business and re- 
instatements are credited. Death claims 
and matured endowments not 
against the 


decrease, 


are 
charged agents. 


Comment by Mr. Wilhelm 


“In the first place,” says Mr. Wilhelm, 
“IT beheve 1 am right in assuming that 
for a general agent to be successful, his 
agents must make money, so I conceived 
the idea that if our agency force would 
give its best efforts in personal produc- 


tion and in conservation of business as 
well, and also in helping to get new 
agents, we could afford to pay them 
liberally for doing so. If we pay out 


only $2,000 on this plan in 1927, I would 
feel that we had not accomplished much, 
and that we had merely increased one 


overhead to that extent. But if we pay 


out $10,000, as we hope to do, the plan 
will have meant a big profit to the 
agency.” 

popularity of life insurance trusts and 


estates, occurred last week at a meeting 
of 75 of the leading general agents, man- 
agers and agency supervisors of the city. 
With only two objecting, the meeting 
adopted these resolutions: 
Whereas: The general agents, 
(CONTINUED ON PAGE 29) 
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RUSSIAN POLICIES ARE 
SUBJECT TO LOCAL LAW 


Important Decision Handed Down 
by the Court of Appeals at 
Albany 


INVOLVES MANY CLAIMS 


New York Life and Equitable Life Held 
Accountable Under the New 
York Statutes 


NEW YORK, March 3.—The New 
York Life, the Equitable Life of New 
York and other American life companies 
ere deeply affected by a decision handed 
down at Albany Henry 
Kellogg of the Appeals who 
upheld the lower courts in declaring un- 


by Judge T. 


Court ot 
constitutional the law passed last year 
by the 
tions on 


state legislature staying all ac 
Russian insurance claims until 
after recognition of the soviet 
republic by the federal government. 
ludge Kellogg took the view of the 
lower courts that the law was unconsti- 
tutional inasmuch as it contravened 
provisions of the federal constitution by 


30 days 


impairing the obligation of contracts. 
First Suit Brought 
Suit against the New York Life was 


first brought in April 1925 by Dr. Henry 
Sliosbere, formerly attorney for the 
New York Life in Russia, who came 
here to prosecute claims on two policies 
being exiled from Russia and re- 
some vears in Paris after the 
passage of the law in question. Last 
ve r the New York Life did not an- 


alter 
siding 


swer Mr. Sliosberg’s complaint but pre 
sented to the appellate division ot the 
supreme court an application in ac- 
cordance with the law to stay all legal 
cation on Russian claims until 30 days 
after this country had recognized the 
soviet regime. It was this application 


: - ’ 3 
that led to Judge Kellogg's ruling 


Hughes Defended Legisiation 
As counsel for the New York Life 
ormer Governor Charles Evan Hughes 
defended the legislation before the Court 


f Appeals arguing that the soviets had 
1 company in 


ended the business of the 
Russia in 1918 by nationalizing all in- 
surance companies, taking over their 


assets and annulling all obligations, that 
they had $130,000,000 of 
premiums the insurance 


collected 
belonging to 


companies and that i the companies 
were now obliged to pay claims on 
Russian policies they would have no 


recourse against the ut recognized soviet 
rovernment 


Language of the Court 


ludge Kellogg's decision read in part 
as follows: “The policy sued upon was 
issued in Russia. It was made subject 
to Russian laws. It was guaranteed by 
required to be deposited in a 
Russian bank The death benefits pay 
able thereunder were payable in Rus- 
sia at the offices of the defendants Upon 
these facts and other the appellant 
erects the argument that the obligation 
obliga- 


sscts 


a Russian 


of the contract was > 
tion the attempted impairment ot 
which by a New York statute was not 
constitutional. The obligation of a con- 
tract within the meaning of the limita 
tion does not find its sanction merely 
in the conscience or honor ot the 
promisors It rests upon a law of a 


sovereign state which regardless of the 
violations of the promisers, compels 
them to make performance 
In Bound by New York Laws 
“The defendant is a New York cor- 
poration. Its authority to make the 
contract sued upon was derived exclus- 
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Invitations to Call 


are a rarity in the work of the 
average life insurance salesman— 
they are a common occurrence in 
the career of American Central 
representatives who utilize the 
Agents’ Service Bureau. 


PROFITABLE INTERVIEWS 


are not merely the result of an 
appealing personal letter which 
treats of the prospect’s insurance 
problems in a friendly and helpful 
way. 


PULLING POWER 


is multiplied by something even 
more unique and attractive— 
the offer to the prospect of a 
useful reminder of a_ business 
opportunity he should not over- 
look. And it is the fieldman 
himself who is invited to call, 
deliver the token, and explain the 
proposal! 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Legal Reserve 
Established 1899 


HERBERT M. WOOLLEN, President 




















THE NATIONAL UNDERWRITER 





ively from the laws of the state of New 
York which created it. Every restric- 
tion upon the defendant’s contractual 
power imposed by those laws followed 


the defendant into every jurisdiction 
where it undertook to contract the 
plaintiff in contracting with the de- 
fendant in Russia implicitly subjected 
himself to laws of the State of New 
York.” 

As a result of this decision more 


than 3,000 suits involving about $8,000,- 
000 of life insurance will be filed in the 


local courts within the next few days 
according to a_ statement made by 
Charles Recht, attorney for 80 percent 


fo the Russian policvholders of the New 


York Life and the Equitable Life of 
New York. 
Many Russian Policyholders 
In Russia there are at least 28,000 
policyholders of the New York Life 


and 6,500 policyholders of the Equitable, 


said Mr. Recht, who added that the 
suits will not only seek to recover the 
iace value of the policies but also the 


back interest on what has been paid in 
gold during the past 25 years whjch will 


nearly double the amount the policy- 
holders are seeking to recover. Mr. 
Recht stated that he represents about 


$8,000,000 of paid up insurance and other 
attorneys represent about $2,000,000 out 
of the $40,000,000 of insurance which 
is estimated to be outstanding in Russia 
in American companies. 


COMMISSIONERS’ SPRING 
MEETING IN RICHMOND 


RICHMOND, VA., March 2.—The 
spring meeting of the National Conven- 
Insurance Commissioners will be 


tron ot 
held at the Jefferson Hotel in  Rich- 
mond, May 2-4, Commissioner Button 


ot Virginia, secretary of the Convention, 
announced today. 

The social side of the Convention 
program provides for a trip either by 
boat or bus to Jamestown and Yorktown 
the third day. Solution of the coal mine 
compensation situation bids fair to be 
the most important matter coming up at 
the meeting. The committee headed by 
Commissioner Button having this matter 
in hand is expected to submit a report 
it the second day session. 

Clarence W. Hobbs, 
sentative of commissioners on The Na- 
tional Council on Workmen's Com- 
pensation, reported to Commissioner 
Button a few days ago the result of 
the council committee’s recent delibera- 
tions on the subject. Commissioner 
Button suggested that this committee 
make further inquiry into the situation 
and report to his committee prior to the 
forthcoming convention. He was under 
the impression that there was more of 
a tamine in coal mine cover than the 
council committe was inclined be- 
lieve 


special repre- 
| 


Jansen Made Comptroller 


State 
JanSen 


Liie has 
comp 


pre- 


Missouri ap- 
Fred B 

troller with supervision over the 
mium and account division. Mr. 
was previously manager of the premium 
account division. Mr. Jansen born 
in Quincy, Ill, in 1889. After 
St. Louis department store, he 
tered the railroad business until 
when he went with the Missouri State 
Life in its actuarial department. Later 
was transferred the bookkeeping 
department and after some 
put in premium 
tions. His include 
pervision of 
of the conservation 


ager of the 


, 
The 
pointed assistant 


lansen 


Was 
working 
en 

1909 


moa 


he to 
vears 


ce tle ( 


su 


three 
charge of 
later promotions 
agency 


was 
accounting, manager 
division and man 
uunts 


premium acc 


Have Old Age Pension Bills 


Old age 
troduced 


pension bills have been in- 
into the legislatures 
states follows: California, Colorad 
Connecticut, Idaho, Illinois, Indiana, 
Kansas, Massachusetts, New York, 
Ohio, Oregon, Rhode Island, Texas, 


of 15 
as oO, 


Utah and Wyoming 
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URGES USE OF SYSTEM 
TO INCREASE BUSINESS 





Accurate Records Serve as a 
Stimulator for Systematic 
Solicitation 


JOHN R. McCLUNG SPEAKS 


Aetna Agent Outlines Card Records 
Used by Most of the Best 
Agencies 
Kansas Sales Co1 
gress in Topeka, John R. McClung ot 
McClung & McClung, district agents at 


In addressing the 


Manhattan, Kan., for the Aetna Life 
sy ke on “Systematic Records and 
Work.” He stressed the importance of 


system as not only an aid to selling 
more sales but as a stimulant for the 
agent to do his work on a regular basis. 
Che speech follows: 

“The life insurance business requires 


the use of accurate records becausc 
when we make our calls we gather in- 
formation about men and women. We 
learn Mr. Prospect’s name, address, oc- 
cupation, date of birth, whether married 
or single, the number children and 
their ages, his probable income, his hob- 
bies, his church and lodge affiliations and 
something in regard to his present in 
surance. Having obtained this valuabl« 
information about a man we make a per 


ol 


manent record of it to keep it. I am 
not here to advocate the use of any 
particular set of cards or any special 
system, but I am here to urge the use 
of some system, and to show how a 
good system can be used to imecrease 
the life underwriter’s business 


Simpler the System the Better 


“The simpler the system, the better, 
provided it contains the proper data and 
with that data arranged that it is 
easily available. It should 
serve as a stimulator for systematic so- 
licitation. Card records are probably in 
use in the most of the best agencies. 

“Prospect cards are the first and most 
important part of any agent's records 
concerning other people. These prospect 
cards should contain all the information 
you can gather about Mr. Prospect 
which may be of use to you in helping 
him solve his life insurance problems. 
They are arranged alphabetically in the 


so 


also 


filing case. \s not all of these peopl 
will be active prospects all the time it 
is well to have an active file and an 


inactive file. 
“The active prospect file shouid grow 
rapidly for the younger agent and should 


be constantly revised and reviewed by 
old agents 
Change of Age File 
“The second most important part ot 


an agent's record system is the case ot 


‘change of age’ cards. When a prospect 
card is made it is a good time to make 
out the card showing the day when the 
age changes. This card need not con- 
tain a lot of information because its pur 
pose is to remind you that Bill Smit! 


or Tom Jones better buy that educa- 
policy this month as, their ages 
March 1. These cards are filed 
ndex file and as the num 


tional 
change 
in a monthly 


ber of cards in the file increase it 1s 
well to divide the month by weeks. Aftet 
an agent has prospected for a_ few 


months his change of age file will give 
him a lot fine leads tor each month 
With the f age cards should 


oft 
change of 
be put other reminders of importance 
Birthday cards are important 


Like Signals in Football 


“The use of these two files will cover 
every important requirement. The 


svVs 
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Mass and Wholesale 
Life Insurance 
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There are two distinct theories of life in- 
surance prevalent in the United States, the 
one holding that life insurance is individual to 
each buyer and the other that life insurance 
may be sold in mass to cover a large number. 


The one class deals with the individual; 
the other, the group. The one adheres closely 
to fundamentals; the other turns to the novel 
and speculative. There is irreconcilable con- 
flict in theory between the two, and it is there- 
fore necessary for every life insurance com- 
pany to decide for itself into which class it 
shall fall. 


The Northwestern Mutual Life Insurance 
Company belongs to the class which believes 
in individual service and individual selection. 
It believes that each buyer, regardless of the 
amount, needs intelligent, responsible, profes- 
sional service at the time of procuring his life 
insurance, throughout the life of the policy, 
and in a good many cases even into the life 
of the beneficiary. 


The life insurance needs of men, as well 
as their power to purchase, change constantly. 
Consequently, the life insurance adviser be- 
comes a very necessary and important factor. 
He should keep in constant touch with indi- 
vidual insurers and becomes expert in prescrib- 
ing accurately to cover their needs. It is the 
acme of service to furnish continuous helpful- 


This is the sixth ina ser ies 


of aavertiscments pi 


ness in meeting constantly changing condi- 
tions, and that quality of service attains to the 
dignity of a profession. 


Mass and wholesale selling of life insurance 
does not embrace, nor does it contemplate, 
such personal service. It is another way of 
doing things, with the exponents of which the 
Northwestern has nocontroversy. The 
Northwestern feels that there is in this coun- 
try a vast céncourse of men of intelligence and 
buying power who realize that they need per- 
sonal and continuous expert life insurance 
service, and it believes that they will patron- 
ize a company which takes pride in rendering 
such service. 


Mass and wholesale selling emphasizes 
the sale of policies rather than service. It pro- 
vides lump sums rather than incomes. It is 
productive of results that are good, but not 
the amount of good that would accrue if the 
insurance were efficiently serviced on an indi- 
vidual basis. 


The efficient use of the proceeds of the 
life insurance carried by the small policyholder 
is of great importance to him and his bene- 
ficiaries. Frequently it will be the only estate 
that he will leave. A well arranged plan, in- 
telligently applied, will serve to increase and 
make certain the benefits obtainable therefrom. 


if out ' The Northwesteri | 


Life Insurance Company in amplification of its published Credo 
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THE SURE-WAY 
PROTECTION POLICY 


(It Makes Protection Sure) 


The Pan-American Life announces an addition to 
its already splendid line of contracts—the Sure- 
Way Protection Policy. 


The contract is a combination of the Twenty Pay- 
ment or Ordinary Life Policy and the Palic Spe- 
cial Disability Policy by which fact it is rightfully 
deserving of its name—Sure-Way Protection. 


The scores of enthusiastic responses which we 
have had from our Field Organization in regard 
to this Policy plainly indicate that it is going to be 
a large factor in making 1927 a banner year for 
Pan-American representatives. 


2an-American Service includes— 


Educational Course 

Sales Planning Department 

Unexcelled Life Policies 

Substandard Policies for Under-average 
Lives 

Child’s Educational Endowment 

Group Insurance 


All Forms of Accident and Health Policies 


We have a few attractive general agency open- 
ings for men not at present attached. 


Address 


E. G. Simmons, Vice-President and General Manager 


PAN - AMERICAN 


LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 


Crawford H. Ellis, President 





























tem is simple, requires very little time, 
is easy to keep up to date and gives a 
list of good prospects each month. 

“These things are important for they 
are the records that help an agent ren- 
der insurance service but they are like 
the signals which the quarterback calls 
in the football game. They tell you 
where to go, when to go and how to 
make your play but you have to do the 
going—the agent has to spend the en- 
ergy. 

“Do you know how much time the 
ball is actually in motion in the average 
college football game? Not over 15 min- 
utes and yet the scoring is done only 
when the ball is in motion. So it is with 
the agent. His scoring is done when 
he interviewing Mr. Prospect after 
having paid attention to his signals as 
given by his record cards. 

“Since the agent’s scoring is done only 
when interviewing prospects, then any 
system that helps him get more inter- 
views and make more sales per inter- 
view is worth considering. 


Records Will Improve Work 


is 


“Again we find records to be of value 
to help the agent to improve his work. 
These records, however, concern the 
agent himself and his personal records 
must be compared to the average for 
hundrdds of agents find out the 
strong points as well as the weak points 
in one’s system. These records should 
show (1) the amount of time used in 
planning work; (2) the amount of time 


to 


| spent in the field per day; (3) the num- 


ber of calls; (4) the number of inter- 
views obtained; (5) the number of sales 
made and size of sale. 

“A famous research bureau has ‘kept 
an accurate record of the work of many 


| hundred agents and has given us stand- 
|}ards by which to measure our work as 


} cent 


individuals. Here are the standards: 
44 hours per week for work divided— 


38 hours for field work, six hours for 
planning and office detail. 
Requires Careful Planning 
“The number of calls should be 10 
per day or 60 a week. This is an aver- 
age of one call every 38 minutes in- 
cluding time between calls. This re- 


quires careful planning and is the point 
where the districting of prospects shows 
up to advantage. Of these calls 35 per- 
to 50 percent should be on new 
prospects for agents who have been in 
business from 6 months to 3 years. The 


ratio of calls on new prospects for old 
agents will be much lower. Some 
agents long in the business, spending 
as much as 90 percent of the time on 
| policyholders and old prospects. 

| “You will probably get three inter- 


| views out of 20 calls. 


If your propor- 
tion consistently beats this then be glad, 
but in measuring your work don’t jump 
to this conclusion next 


Too soon- 


'month may reduce your ratio of inter- 


| Views per call. 


Here is one of the first 
places where improved ability is shown. 
If you are not getting three interviews 
for 20 calls then study your approach 
for very likely it is weak. 

Should Sell One Out of Three 


“The ratio of applications should bé 
one out of every three interviews. This 
ratio will improve with marked ability. 
New agents need not be discouraged 
with one application out of every five 
or six interviews, but many experienced 
men turn more than 50 percent of inter- 
views into paid for business. We should 


| all strive for 100 percent sales from in- 


terviews. 
“To repeat the standards—we have— 
14 hour week, divided into 38 hours for 


| field work and six hours for planning, 
| 10 calls per day, three interviews every 


calls), one sale out of 
If your work is vary- 


two days (20 
three interviews. 


| ing greatly from these standards it can 


be improved by checking up on your- 


| self. 


Determine Weekly Quota 


“One other record should be kept 


which will help you to reach your goal. 
Of course you have a yearly quota, al- 
lowing two weeks a year for vacations 
then divide the yearly quota by 50 to 





determine the weekly quota. Then write 
this amount each week. Suppose your 
yearly quota is $200,000, then your 
weekly quota for 50 weeks a year would 
be $4,000 per week. Your production 
record will show you whether you are 
keeping up or not. A good plan is t 
strive to write the weekly quota by 
Wednesday night—and to get 65 percent 
of the yearly quota by July 1. 
Records of Great Value 


“Keeping records such as I have sug- 
gested requires very little time and is 
of great value. Each man here is tak 
ing a trip—a trip through life. If he 
were visiting Europe the trip would be 
planned, and he would follow a definit 
schedule reaching the various ports at 
the time planned. The trip through life 
can be as definitely planned, a reason 
able schedule worked out allowing sto; 
overs and pleasure trips en route, but 


taking you safely and surely to that 
city of happiness in the land of the 
future. Systematic records will be the 


pilot of the good ship ‘Systematic Work 
which will take you to where you want 
to 


ACACIA MUTUAL LIFE 
HAD SUCCESSFUL YEAR 


The Acacia Mutual Life of Washing 
ton, D. C., in its annual statement shows 
$19,249,884 assets as compared $15,695,- 
944 a year ago, making an increase of 
$3,553,941. The surplus is $1,368,559 
gain 300. The new insurance 
year was $44,652,629; insurance in force 
$226,276,746, gain $30,131,110. The 
serve fund amounts to $17,129,413. Wil- 
liam Montgomery, president of 
Acacia Mutual Life, is one of the lead- 
ing life insurance men of the country. 
The Acacia Mutual Life insures only 
Masons. Its last vear’s operations mar] 
another era of profit and progress 


$62 last 


G. A. Wood. 


The Central Life of Iowa has estab 
lished a new agency in Chicago in the 
Straus building. G. A. Wood, who is 
manager, is a new man in the life insur- 
ance business but his agency has mad 


rapid strides in writing business since 
its formation. Mr. Wood was sales 
manager of the Curtis Tire & Rubber 
Co. until 1923. Then he went to Chi- 
cago as general sales and advertising 
manager of Ted Carr & Co., iron and 
steel. After two years with this latter 


connection he took over his present po- 
sition. Mr. Wood says that he expects 
to write over $3,000,000 in 1927. 


to 








“Sentinel Day” at Bible Class 
The Sentinel Life of Kansas City 
sent special invitations to all its busi- 
ness friends and policyholders to attend 
the Business Men's Bible Class of the 
First Baptist Church of Kansas City on 
Sentinel Day, Feb. 27. The invitations 
were sent on double postal cards, with 
the return card addressed to Arthur M 


Hyde, president of the company. A 
large representation of Sentinel Life 
people and their friends were present 


at the meeting of the Bible class, which 
is called the largest men’s Bible class 
in the world, numbering over 1,000 
men in its membership. 


Fidelity Mutual Returns 


Of the Fidelity 
new business, 


Mutual Life’s $53,041, 


352 $31,684,672 was on 


ordinary life and limited payment plat 
$14,400,971 on income for life and en 
dowment and $6,955,709 on term. The 
average interest return on the meat 
investment assets was 5.35 percent. 


The average death claim last year was 
$2,919. The mortality experience was 
57.60 percent. Heart affections consti- 
tuted the greatest single cause of deat! 
Apoplexy was next. Kidney disease was 
third; cancer, fourth; pneumonia, fift! 
and tuberculosis, sixth. This year ther: 
were 92 policyholders granted disability 
benefits. Tuberculosis led in the num- 
ber of cases, being 26.09 as a total. 
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CENTRAL LIFE AGENCY 
TRIP STILL ENJOINED 


RENEW FEDERAL INJUNCTION 








Hearing on Quo Warranto Suit in State 
Court at Des Moines Delayed 
by New Motions 


DES MOINES, March 3.—Federal 
udge Andrew Miller came from Fargo, 
N. D., to hear the argument of attorneys 
ver the dissolution of the injunction is- 
sued by Judge Kenyon at St. Louis, 
which put a crimp in the proposed vaca- 
tion trip of agents of the Central Life 
f Iowa at the expense of the company. 

Judge Miller’s decree encompassed the 
following: 

1. Enjoined O. C. Miller, Fred Carr 
ind other officials of the company from 
issuing any more checks for the ex- 
penses of the trip. 

2. Enjoined the Iowa National Bank 
from cashing such checks. 

3. Halted any payment by Messrs. 
Miller and Carr of counsel fees in their 
litigation to retain their jobs, now in 
he state court here. 

4. Barred any _ circularization § of 
ugents or policyholders by Messrs. 
Miller and Carr, pending Judge Thomp- 
son’s decision. 

Final Hearing in April 


hese restraints were embodied by 
ludge Miller in a temporary injunction 
vhich supersedes the temporary re- 
straining order issued by Judge Kenyon 
it St. Louis. 

rhe final hearing on the temporary 
njunction was set for the next term of 
he federal court here, which begins 
April 26. Judge Miller made it plain, 
iowever, that if meanwhile Judge 
Thompson of the state court should 
reach a decision in the quo warranto 
trial, thus deciding whether Messrs. 
Miller and Carr or Dr. T. C. Denny and 
H. M. Havner control the Central Life, 
e will consider a motion for dismissal 
. the temporary injunction before 
April 26. 

Delay in Quo Warranto Case 

Further delay in reaching a decision 
m the quo warranto proceedings in 
udge Thompson's court was precipi- 
tated Saturday when both the Denny- 
favner faction and the Miller-Carr 
group filed new motions aimed at elimi- 
nation of portions of the testimony sub- 
mitted by the litigants. They are calcu- 
lated to pave the way for an appeal in 
the basic suit to determine who are 
president and general counsel. As the 
result of these motions, another hear- 
ng probably will be necessary. 

Alse Before Supreme Court 

Meanwhile, however, a hearing will be 
held before the supreme court on the 
appeal filed by the Denny-Havner law- 
vers from the temporary injunction is- 
sued by Judge Franklin, which left O. 
C. Miller and Fred Carr at the helm of 
he corporation. The supreme court is- 
sued a stay which modified Judge Frank- 
lin’s injunction so as to permit the 
Denny-Havner directors to carry on 
their official functions, but the stay was 
alked by the quo warranto suit begun 
it almost the same hour in Judge 
Thompson's court. 

It is regarded a foregone conclusion 
that Judge Thompson's decision will be 
ippealed, no matter which way he rules. 


Pretected His Estate 

Frank W. Sloan, wealthy banker and 
vachelor, who died at Geneva, Neb., the 
ther day, carried $75,000 life insurance. 
His will disposes of an estate of over 
$500,000 and the insurance was taken out 
for the express purpose of taking care 
f administration and other expenses so 
that the bequests might be handed over 
ntact to the heirs. Until ill health forced 
his retirement, Mr. Sloan was one of 
the directors of the Security Mutual Life 
f Lincoln. 





LIFE INSURANCE EDITION 


PUBLIC LIFE COUNSEL 
VOICES HIS OPINION 





CLOVER IS NOT IN CONTROL 


Board of Directors Employ Prominent | 


Consulting Actuary to Execute 
Program of Economy 


William E. Rodriguez, general counsel 
for the Public Life of Chicago, takes ex- 
ception to some features of the article 
recently published in THe Nationa Un- 
DERWRITER concerning the Public Life. 

“While it is true that the spirit of co- 
operation and harmony prevailed at the 
annual stockholders’ meeting of Feb. 7,” 
he said, “it is also true that the spirit 
was brought about by the opponents of 
Alfred Clover controlling sufficient 
shares of stock in person and by proxy 


to elect ten members of the board of 


directors, thereby making it necessary | 


for Mr. Clover to accept five members 
of which he himself is one. Mr. Clover 
is in a very small minority, his oppon- 
ents having two-thirds membership on 
the board. No member of the Clover 
group of five was elected to any office 
of the corporation by the board.” 
President Prominent Man 


Robert B. Crandall, a prominent busi- 
ness man of Oak Park, was elected 
president of the Public Life at the meet- 
ing Feb. 7. Mr. Crandall has been iden- 
tihed in the automobile industry in a 
large role for the past 20 years. The 
board of directors has outlined a pro- 
gram or economy for the company 
which also provides the services of Don- 
ald F. Campbell, actuary of Chicago and 
head of the mathematics department of 
Armour Institute, as advisory actuary 
for the company. The present manage 
ment feels that this will bring about a 
greater improvement in the affairs of the 


company during the ensuing year and 
result in a further reduction of impau 
ment in capital 


Made Assistant Secretaries 


Stanley A. Cocklin and Gill 


vert 

Turner have been appointed to the 
newly created offices of assistant secre 

tary group department by the Missouri 
State Life. Mr. Cocklin is 28 years old 
and an Ohioan by birth. He received his 
A. B. degree from Mount Union Col- 
lege in 1920 and for the next two years 
followed the teaching profession, spe- 
cializing in mathematics in Glasgow, 
Mo. He went to the Missouri State Life 


as a member of the group department | 


in 1923 and was made division head of 


the group records division on March 1, 
1924 

Mr. Turner is a native son of Wis- 
consin He was born in 1900 He 


graduated from the University of Wis- 
consin in 1923. Upon receiving his dis- 
charge from the United States army 
after the world war, Mr. Turner en- 
gaged for a brief period in the flour 
milling business He joined the Mis 
souri State Life in 1925, going as an 
underwriter in the group department 
and later as a division head 


New Department Established 


The Prudential announces the organ- 
ization of a new department at the hea? 
office known as the service bureau un- 
der the direction of Manager Frank O 
Longcor. He is charged with the task 





of originating and developing effective 


methods of conserving ordinary busi- 
ness. In other words it is a reinstate- 
ment department. 


Million the First Month 


President John D. Sage of the Union 
Central Life sent a telegraphic note of 
congratulation to Darby A. Day, the 
Chicago manager, Owing to the fact that 
in his first month's work with the com- 
pany the agency produced $1,000,000. 








Indiana 


The Springfield Life Insurance Company is now 
changing its method of operation in Indiana. For 
the Live, Wide-Awake Producer there is an oppor- 
tunity to get in on the GROUND FLOOR and 
secure a REAL GENERAL AGENCY contract di- 
rect with the Home Office. 


Openings Are Now Available At: 


Gary Anderson South Bend Terre Haute 
Fort Wayne Indianapolis Logansport Richmond 


Lafayette Columbus Kokomo Vincennes 
Marion Evansville Muncie New Albany 


Already a portion of the desirable territory has been 
assigned. Other assignments are pending. Prompt 
action will secure a LIFE LONG CONTRACT with 
Liberal First Year Commissions and NON-FOR- 
FEITABLE RENEWALS. 

Our PROSPECT BUREAU is placing in the hands 
of our Agents BONA-FIDE INTERESTED PROS- 
PECTS. We are taking our FIELD MEN out of 
the class of “Sidewalk Merchants,” “Peddlers,” 
“Solicitors” and “Canvassers.” 

Our “PREFERRED ORDINARY LIFE” Policy 
meets all competition. The Net Cost is Exceedingly 
Low. 

Our New “OPTIONAL LIFE INCOME AND EN- 
DOW MENT” Policy has met with instant approval. 


The Large Annual Dividends paid by the Company 
makes the net cost on all plans competitive. 


Serve and Succeed With 
the Springfield 


SPRINGFIELD LIFE 
INSURANCE COMPANY 


A. L. HEREFORD, President 


SPRINGFIELD, ILLINOIS 


C. HUBERT ANDERSON 
Superintendent of Agencies 
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A counter in front— 
files behind 


N GF Aillsteel Counter-height Files you get 

double usefulness. Where offices require a 
counter, partition or railing, these files are ideal. 
The tops are of smooth, stainproof ““Velvoleum,” 
bound with polished bronze. The compact storage 
space may take a wealth of forms, according to 
your individual requirements. Each unit is com- 
plete, ready for shipment. 
Map Drawers, Files for Letters, Checks, Bills, 
Cards, and Documents; Bookcases, Cabinets, and 
Lockerspace are all furnished in the complete 
GF Allsteel Line. 
And remember that in GF Allsteel you have 
permanence, capacity and attractiveness. 


THE GENERAL FIREPROOFING COMPANY 
Youngstown, Ohio—in Canada, Toronto 
Branches and Dealers in all Principal Cities 


esks + Tables Shelving Transter 


The GF Allsteel Line: Sates - Filing Cabinets - Sectional 
OF fares - Desk . ! . 
+ Storage Cabinets - Document Files - Supplies 


Cases 








THE COMPLETE LINE OF OFFICE EQUIPMENT 








Name 
Firm 
Street No. 
City 








: ™ Attach this coupon to your firm letterhead ©" 
THE GENERAL FIREPROOFING CO 


Please send me without obligation a copy of your book “Office Equipment.’ 


Youngstown, Ohio 


State 











GIVES LIGHT ON TAXES 
FOR SALES CONGRESS 


Manager Mammel, of Farmers & 
Bankers Life, Differentiates 
Between Types 





FEW HIT BY FEDERAL ACT 
Shrinkage of Estate Can be Checked by 
Life Insurance Left to Pay 
Liabilities 





\ very instructive speech on “Taxes 
and Insurance” was given before the 


Kansas Life Sales Congress by Manager 
Clayton Mammel of the tax department 
Lite. Mr. 


tvpes ol 


Bankers 


1 


of the Farmers & 
1 explains the three 


Mammiec 
taxes, federal, state, and county and 
their effect upon estates of various sizes. 

“Progress of the American man is 
sometimes hampered by taxes and this 
is more or less true of taxes contingent 
on the estate leit at death of the donor, 
therefore, | deem it of such importance 
that since there is a way to relieve the 
burden of taxes affecting estates that it 
should be used, but not until the proper 
study has been made of the estate and 
just what relief will be derived from us- 
ing this safeguard 

“Taxes are really divided into three 
distinct classes, federal, state and county. 
All of these taxes are first liens upon the 
estate, which I will endeavor to il- 
lustrate later. 

“Federal estate tax is in a sense a war 
measure, and it was not until Sept. 1916 
that this tax really became operative and 
produced a large amount of revenue to 


the federal government. This tax is 
upon the right to transfer property to 
heirs lhe exemption from federal es- 


tate tax under the revenue act of 1926 is 
$100,000, therefore, it leaves a majority 
of our citizens not subject to this tax. 


Kansas Tax Liberal 


“State inheritance tax is not by any 
reason a new tax, but had its first ap- 
pearance in substance in history about 
650 B. C. Of course, from time to time 
bas been altered and amended to suit 
the law-makers of each country and 
state. This tax is an inheritance from 
the foreign country, and not until about 
1913 did Kansas use it in real faith. 
Kansas has one of the most liberal in- 
heritance tax laws on its statute books, 
even providing for an exemption for the 
deceased's wife of $75,000. The Kansas 
state inheritance tax provides for an ex- 
emption of other heirs of lineal descent 
and of course the size of the estate gov- 
erns the amount of percentage of tax 
to be paid 


Public Should Not Be Frightened 


“We have some representatives, | am 
sorry to say, that endeavor to scare the 
public about inheritance taxes, both fed- 
eral and state, which should not be 
done, because as previously mentioned, 
it often hinders the citizen from creating 
as large an estate as he would have if 
this matter had not been called to his 
attention, however, the man that is cre- 
ating a large estate should be shown 
that he should provide some safeguard 
for his estate. otherwise, the estate he 
prizes might show a heavy shrinkage 


caused by death taxes. The inheritance 
taxes of states are upon the right to re 
!ccive property. Due to a majority of 


the states having laws governing the 
transfer of property and some states de 
man waivers before the transfer can be 
completed, hence it requires considerable 
time in some instances to get that waiver 
and while waiting for this waiver the 
‘values of this particular part of the es 
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ate has shown a shrinkage when sol 
“The third item which to the smalle: 
estates Is ver nportant 1s county eN 


incident to the administration 


penses 

the estate sucl as last illness, funeral 
expenses, allowance to the family while 
tle estate Is 1 the process of admit 
stration, probate court costs, attorne, 


fees, administrators and executors fees 
tingencies. The owner 
ing spent the greater 


also other cot 
the estate, | 


of his lite-time 
has no recourse at death. Unless pi 
protection is given to the estate while 


living the heirs must stand and wat 
and state governments 
on a contest, as if one or the other was 
ndeavoring to extract its portion 

es uickly than the other 


ate more ¢ 


Larger Estate Suffered from Federal Tax 
This being the situation, the large 
suffer most from federa 

-¢ taxes while in the smalle: 


Cstates 


state inherita 


estates, the county expenses are 
chief causes for shrinkage. All expenses 
incident to the administering of the es 
tate such as federal estate and incom 
taxes, state inheritance and 

taxes, all meet at the crucial point 


the estate, plac ingg a liability agains 
estate which must be paid befor 
final settlement can be made. 

Usually Take Line of Least Resistance 


‘Administrators and executors 
just human beings They take the lin 
of least resistance of course, taking the 
most liquid assets of the estate, nam« 
cash, bonds, mortgages, corporate st 
and in some instances a part of the la 
estate. Phis, 
mind, depends large! 
upon what kind of investments the es 


and buildings of the 


course, bear Mm 


tate consists of The result is that t 

lLeart is taken out of the estate and just 
above mentioned assets represent the 
Vital portions of the estate. The heart 


usually represents about 25 percent 
the total estat Che balance is turne: 
over to the heirs but usually consts 
the less important assets. 


+ 


Cites Example of Shrinkage 


“We now know what causes the larg 
est shrinkage in all estates, therefore 
what can we do for our clients in show 
ing them that the heart of their estat 
must be replaced? From a_ business 
standpoint, does the business man use 


principal to replace principal when he 


can use interest Not often do you tu 

the wide-awake business man doing this 
He can, however, insure his life andl 
make this insurance payable to named 


beneficiaries or trustees. This money ts 
immediately paid to the beneficiaries ani 
at once furnishes cash to pay all 

penses incident to the administering 
the estate, also protects the valuabk 
sets of his estate rather than allow them 
whittled away. As for an exan 

ple, Mr. A instires his life for $50,000 
for the purpose of taking up any shrink 
might come to his estat 


1 


cK 


t le 


age which 
Mrs. A is executor for the estate anc 
addition to that, he has appointed the 


‘Good Hope Trust Company,’ as trustee 
and they are alse 


named as benefici 
under this policy 

Insurance Furnishes Immediate Cash 

“This furnishes immediate cash the 
hands of trustee and if necessary th 
executor may go and borrow money 
from the trustee for the benefit of pa 
ing off any indebtedness or expenses 
the estate This would eliminat« 
forced sale of unnecessar\ 
shrinkage. Again in many cases the pt 
cecds of lite insurance is not taxed 
income and inheritance purposes 
stipulated that the beneficiary use the 
ivnds for the protection of the estat 
Phe federal government provides an ¢ 
emption of $40,000 under the revenue a 
of 1926, also the state of Kansas does 
not tax the proceeds from life insurance 
named en 


assets or 


when made payable to 
hcim;rics 
Enables Perpetuation of Estates 


The second way life insurance can 
protect the estate is by the establis 
ment of a funded lite insurance trust 


accumulating this estate, 








Bl 
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the hands of our trust companies. I will 
not endeavor because of the lack of time, 
discuss each of these phases in detail 


the accomplishments irom either 
uses Of life insurance are estate taxes 
limized, estate kept intact, no con- 


testing of wills, estate perpetuated, sat- 
fied heirs, heavy shrinkage eliminated, 
increased and considered good 
usiness 
The average business man does not 

ink of life insurance as being a safe- 
sard to his estate any more than he 

es for the replacing of earning 
power to his family. 

“It is reasonable that a man had bet- 
r pay 3 percent interest on a principal 
at will amply protect his estate than 
after he is gone from whence there is 
no return, allow the best of his estate to 
be sacrificed. 

“And in closing I wish to say that it 

only provides cash which will keep 

he best assets from being sold, but life 
nsurance pays all these taxes the 
and not from it.” 


estate 


1s 


lor 


tate 
Csiadile 


BUSINESS MEN’S GAINS 
FEATURE OF STATEMENT 


The Business Men’s Assurance of 
Kansas City, in its annual statement 
shows assets $3,937,616, gain $754,354; 





income $4,561,501, ain life 
surance in force, $35,268,110, gain $9, 
149,035. It paid policyholders and ben- 
eficiaries last year $1,960,067. This was 
composed of $1,117,542 sickness claims; 
$757,187 accident and $85,854 death ben- 
efits under life policies. This company 
under the management of President W. 
[. Grant has shown commendable 
progress since its organization in 1909. 
It now announces that its experience 
justifies a reduction in its rates on life 
Olicies. The Business Men’s Assur- 
ance has reached tenth place among all! 
the companies in volume of accident and 
ealth benefits paid. 





$412,288; 


New Connecticut Mutual Director 


nuel M. Stone, president of Colt's 
it Firearms Manufacturing Com 
iny, was elected a director of the Con- 
necticut Mutual Life at the annual meet- 
ng of policyholders. Mr. Stone fills a 
on the board made vacant by the 
death of Shiras Morris 
olicyholders also reelected two direc- 
tors whose terms expired this vear, 
arles Cheney and Francis R. Cooley. 
\mong those present were two re- 
tired employes of distinction, E. N. Em- 
who now has attended his 58th 
msecutive annual meeting of the pol- 
cyholders, and William J. Hickmott, 
retired in 1916 after having been 
employed by the company for 46 years 
Ihoth men are on a pension. 





1 
act 


recent 


ons, 





Collins Made Agency Supervisor 

Charles F. Collins, of the agency de- 
partment of the home office of the New 
England Mutual Life, has been ap- 
ointed agency supervisor for the com- 
pany. He is a native of Boston and 
vraduated from Boston University in 
912. He attended the Graduate School 
' Business Administration at Harvard, 
here he was a pupil of Actuary H. B. 
Dow of the New England Mutual, a 
member of the faculty. He received a 
master’s degree in 1914 and has since 
been connected with the home office of 
he company. 


Confederation Life Joins Bureau 


The Confederation Life has joined the 
Life Insurance Sales Research Bureau 
iccording to an announcement made by 
lohn Marshall Holcombe Jr., Manager 

the Bureau. This company was or- 
ganized in 1871 and operates in all the 
Canadian provinces, Trinidad, Jamaica, 
Costa Rica, Cuba, Mexico, Santo Do- 
mingo, San Salvador, Guatemala, Gre- 
nada, Great Britain, Ireland, Newfound- 
ind, and has recently been licensed in 


New York. S. Macdonald, general 
anager, will serve as the Bureau con- 
ct 


The, 
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MUCH PUBLICITY GIVEN 
INSURANCE. BUSINESS 


Life Payments Localized Number 


Well Received by News- 
papers 


HAS EDUCATIONAL VALUE 


Special Edition of The National Under- 
writer Serves Great Need in Fur- 
nishing Accurate Information. 


NEW YORK, March 2 
paper in United States, 
3,300 in all, 
cial copies of the Life Payments Local- 
Tut 
WRITER-“Insurance Press” 
slip dated Feb. 21 


-Every daily 


the and many 


others, some received spe- 


ized edition of NATIONAL UNDER- 


with the release 


\s it happened this 


INSURANCE 


EDITION 


material, and many of the leading daily 


vapers of the country gave large space 


to a synopsis of the material. In New 
York City, for instance, every morning 
paper but one gave the story a column 


head on a prominent page, this notwit! 


standing that the information was for 
as far back as 1925 Che special issue 
has never been so late in coming out, 


due to the changes in the “Insurance 
Press,” and under the editorship of 
THE NATIONAL UNDERWRITER it will appear 
with the first half of each year, covering 
the data for the previous year. 


Aroused Unusual Interest 


In New York there were evi 
dences that the compilation had aroused 
unusual interest. A New York “World” 
special writer appeared at THe NATIONAL 


several 


UNDERWRITER office and stated that he had | 


an assignment to follow up the morn 
ing’s story with interviews with some ot 
the leading life insurance salesmen tell 
ing how they had secured wealthy and 
prominent men for large amounts of in 
surance. This, of course, is the best kind 
of publicity for the business. Then later 
in the day the United Press called up 
asking for extra copies and information 
as to specific cities and towns, which 
was furnished. 

The life insurance business receives no 


' 
ization 


Q 


tising each year than through this local- 
number. Publicity on the large 
claim payments by the companies, which 
are increasing by leaps and bounds each 
vear, is from the right angle. Too little 
emphasis has been placed in the business 

self upon the claim payments, the only 
raison d'etre there is for the life insurance 
All the publicity has been 
upon the huge assets, the large annual 
meetings, and figures which do not bring 
home to the public what life insurance 

or 


business 


Shows Life Insurance Payments 


Pune NATIONAL UNperwriter—"“Insurance 
Press” Life Payments Localized edition 
shows the payments throughout the 


United States and Canada in the states, 
cities and towns, mentioning the names 
of the assured and the amount earned 
when the latter is in excess of $10,000, 
but giving no further information, such 


las the names of the companies, form of 


insurance, beneficiary, etc. The infor 
mation is guarded in every possible way. 
The reports are made weekly by the 
companies to the Insurance Press bu- 
reau of THe NaTionaL UNDERWRITER, now 


transferred to the Cincinnati office, on 
reporting slips furnished for that pur 
pose. These slips do not even carry the 


name of the company, but only its num- 








was on Monday, a good day for such | more favorable publicity and free adver- | ber, so that the clerks handling the in- 
Insurance Admitted 
in force January Ist Assets 


$ 21,549,750.00 
33,465,050.00 
42,410,962.00 
55,158,919.00 
130,004,110.00 
191,560,326.00 


Assets 
$21,688,990.62 


1902 
1907 
1912 
1917 
1922 
1927 


Jan. 1, 1927 


Capital and Surplus 





years. 





$21,688,990.62 


Paid to Policyholders and Beneficiaries 
since organization 


rr errer ee $27,806,934.95 


The Franklin has more than doubled its insurance in . 
force and its assets within a period of less than seven 
Its equipment includes salary savings; Non- | 
Medical; Sub-Standard; Disability; Double Indemnity; 
Business Insurance; Inheritance Tax Insurance; In- 
come Insurance; and Juvenile Policies in addition to a 
complete line of Whole Life; Limited Payment Life; 
Endowment; and Term Insurance. 


$ 1,256,166.47 
3,345,335.95 
5,732,085.84 
7,852,643.06 
13,263,529.36 
21,688,990.62 


Liabilities 
$20,625,960.15 | 
1/063,030.47 
$21,688,990.62 | 
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SALES 
CONTESTS 


Every Insurance Company 
and General Agent strives to 
accomplish two things: To 
build and hold the coopera- 
tion and good will of their 
Agents. . . . To increase the 
volume of their insurance 


sales at a profit. Sales Con- 
tests stand alone as the best 
means toward this dual ob- 
jective, 





REVISED EDITION 
OF 


“SALES 
CONTESTS” 


It tells 


In most authoritative manner 
the exact bearing that Sales 
Contests have on Insurance 
Agents. It analyzes Contest 
plans, indicates their use, 
abuse, influence and possibili- 
ties and suggests an entirely 
new development of an old 
and very much worth-while 
system of sales stimulation. 


This new book--called Sales 
Contests—epitomizes the ex- 
periences of Sales Managers 
who are pre-eminent in their 
field. It will prove of invalu- 
able assistance to any execu- 
tive interested in Insurance 
Sales. It is yours for the ask- 
ing entirely without 
obligation. 


UNITED PREMIUM 
SALES & SERVICE 
COMPANY 
CHICAGO 


MAIL THIS COUPON TODAY! 


ae a Se SS Ge eS ee ee ed 








United Premium 5S. & S. Co., 


I 307—1583 N. Michigun Ave., 1 
I Chicago 
! Please send me one copy of “Sales Con- | 
tests,” gratis and without obligation. i 
I I 
GQ WAMO cccccccccccccccccccccccccecscoeees ! 
: | 
i 
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formation do not know what Cram * 
are involved. 


Follow Same Plan 


For the information of the claim de- 
partment of the companies handling 
these reports it might be stated that new 
report blanks, return envelopes, etc., are 
now being printed with the Cincinnati 
address and that a year’s supply will 
shortly be sent out and that the system 
will be continued exactly as heretofore, 
except for the change of address. The 
question has been asked, why should not 
this service be handled by the Life 
Presidents’ Association or some other 
organization? Certainly a compilation of 
the claim payments by cities and towns 
in this way is desirable and should be 
made by someone. 


Well Received by Newspapers 


One answer is, and it alone ought_to 
be sufficient, that the newspapers will 
not give the same heed to publicity fur- 
nished by a company organization as 
they will if received from a private, in- 
dependent news agency. Daily papers 
are very shy of propaganda matter, but 
are willing to use and even pay for in- 
teresting information which is untainted. 
THE NATIONAL UNDERWRITER pri 
go farther into this field of furnishing 
the daily papers with insurance material 
and has some interesting plans along 
this line. 

Plan Has No Drawbacks 


One or two companies have seen fit to 
take a stand against the publication of 
these claim payments. We believe their 
position will not hold water when ana- 
lyzed. In the first place the settlement 
of every estate and the probating of 
every will involves publicity in much 
greater detail than is given of these life 
insurance estates. Why should life in- 
surance ask for special favors? Again, 
the publication is not made for from six 
to 18 months after death; and the bene- 
ficiary or any information beyond 
merely the amount is not shown. In the 
settlement or transfer of any other kind 
of estate, full details are given includ- 
ing those as to beneficiaries, the most 
important and the most dangerous part, 
which in life insurance are not shown 
at all. There is no possibility of invest- 
ment sharks working up a “sucker” list 
from the information in the Life Pay- 
ment Localized edition. The moment a 
fire occurs the list of companies and 
amount carrying the risk are available. 
Why an extreme secretiveness about life 
insurance payments, especially when 
these bring home the benefits of life in- 
surance to every community as can be 
done in no other ~— 


TO ALBERT M. JOHNSON 


CONTINUED FROM PAGE 1) 
of the costly competition and methods 
which marked the development of busi- 
ness during the years following the 
Civil War. It is a matter of record that 
between 1880 and 1900, during the time 
the company made no active campaign 
for new business, all claims were 
promptly met and in 1900 the assets 
were in excess of the total amount of 
insurance in force. In other words, 
had some trick of fate brought death to 
all the policyholders in one day, instead 
of in accordance with the table of mor- 


tality, the company could have paid 
every claim without delay and had a 
surplus. This is a unique record and 


proved the theory previously advanced 
by eminent actuaries that life companies 
founded on the old line, legal reserve 
basis are not dependent for their exis- 


tence upon the introduction of new 
blood. 
Johnson Became Treasurer 
When Mr. Johnson became affiliated 


| with the company as treasurer in 1902, 


te | 


| the 


it was reincorporated under the laws of 
Illinois. The old home office building 
was replaced with a 12-story, modern 
building on the site which is now known 
as 29 South LaSalle St. This specific 
property has been owned by the com- 
pany since about 1872 and is one of the 
most valuable plots of ground in the 
financial district of Chicago. 

From insignificant proportions in 
1900, the company has grown until at 
end of 1926, it had more than $170,- 
000,000 of insurance in force, more than 
$30,000,000 in assets, and writing new 
business at the rate 
$30,000,000 per year. 

Man of Varied 


The keen vision and foresight of Mr. 
Johnson resulted in the upbuilding of 
one of the strongest life companies. He 
personally has become an outstanding 


Attainments 


| financial figure in Chicago business cir- 


cles. He is a multimillionaire, 
sessed of a most democratic, approach- 
able and sympathetic personality. Des- 
pite his varied activities in a 
way, he finds time to lend his active 
support in church work in which his con- 
structive ability and financial experience 
further many a worthy cause. He is a 
man of keen intellect, widely read, a 
student of national affairs. His organi- 
zation faculty has gathered about him 
executives of the highest caliber. 


Steady, Constructive Growth 
The company’s record has been one 
of steady constructive growth. It has 
always had a very 





i end 


of approximately | 


jhas written only 
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and surplus as a bulwark to the reserves 
| maintained for the benefit and surety of 
its policyholders. For many years it 
non-participating insur- 
ance at low rates and issued policies 
containing most liberal privileges. The 
National Life, U. S. A. was a prominent 
pioneer in the field of combination pol- 
icies—writing the “Five Point Complete 
Protective Policy” which provides for 
weekly indemnity for loss of time re- 
sulting from accident, weekly indemnity 
on account of illness, old age income 
and one of the most liberal permanent 
and total disability clauses underwritten 
in this country. 


Writes All Standard Forms 


The company writes all the regular 
standard forms, double indemnity, and has 
made a splendid record for its cOopera- 
tion with the field organization in the 
handling of substandard business, In 
1926, for example, it issued policies on 
more than 95 percent of the applica- 
tions submitted. Through its splendid 
reinsurance facilities, it has been pos- 
sible for this company to issue its own 
policies for amounts running as high as 
$750,000. 


Michigan Mutual’s Record 


With the background of the National 
Life U. S. A., it was natural that Mr 
Johnson would find a tremendous ap- 
peal in the possibilities of the Michigan 
Mutual Life. This company was 
founded in 1867, and has had a steady 
conservative growth. Its assets at the 
of 1926 were approximately $22,- 
000,000 and insurance in force of more 
than $125,000,000. 


Mooney Is Big Factor 


The company has enjoyed its splendid 


| growth under the guidance of J. J. 
Mooney, president, who has served it 
| for more than 40 years, having started 


| to become chief executive. 


pos- | 


business | 


as an agent and worked his way upward 
Mr. Mooney 
will become a vice-president of the Na- 
tional Life U. S. A. He a man of 
sterling qualities and stands high in the 
home office and field organization of his 
company. He was prompted to en- 
courage the purchase of the stock be- 
cause of his interest in the policyhold- 
ers and those associated with him in 
the work, knowing that the reinsurance 
would result in added strength because 
of the o— position of the National 
Life U. 

The 
non-participating policies 


is 


writes 


Michigan Mutual also 
on all 


only 


| standard forms, including double indem- 


| nity and permanent and total disability. 


substantial capital | 


It has made an enviable record as a 
company having at heart the interests 
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Chairman Board National Life U. 8. A. 


ROBERT D. LAY 
President National Life, U. 8. A. 
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of the policyholders and the men in the 
field. 
Lay Is Chief Lieutenant 


The further development of the Na- 
tional Lite U.S.A. enterprise will be 
carried forward under the guidance otf 
President Robert D. Lay. He has been 
associated with A. M. Johnson tor 24 
years and has spent practically his en- 
tire business life with the National Lite. 
He began as a clerk, became assistant 
secretary, then secretary, then  vice- 
president and egy + and then presi- 
dent. As a result he has had the broad 
experience and first hand knowledge of 
the company affairs from every angle 
which have well fitted him for his big 
task. He is possessed of a winning per- 
sonality, keen intellect, a genuine sym- 
pathetic relation with the men associ- 
ated with him in the securing of new 
yusiness, and is highly revered by every 
man connected with the company. 


Has Confidence of His Associates 


He is a man of modest disposition, 
an indefatigable worker, and probably 
is much as any other life insurance ex- 
ecutive has won the personal affection 
and loyalty of every one connected with 
the company in field or home office. He 
has vision and sound judgment. Much 
the companys success has been due 
to his practical viewpoint in solving the 
many problems naturally arising in the 
development of a life insurance enter- 
prise. 

Will Mean Great Expansion 


Che National Life U. . Stands on 
the threshold of a Pass expansion. It 
has the network ot a tremendous or- 
ganization throughout the United States, 


~perating as it does in more than 40 
states. Fortunately territorial adjust- 
ment of the two companies will be 


easily made because the productive units 
in each case are so placed from a geo- 
graphical standpoint that there can be 
no conflict. 

The company’s position among Amer- 
ican companies will be No. 26 from the 
standpoint of insurance in force. No 
25 in assets, No. 24 in capital and free 
surplus for policyholders, No. 20 in 
int of payments to policyholders, be- 
ing nearly $100,000,000, and No. 29 in 
oint of age. 

Michigan Mutual Conservative 

The Michigan .Mutual 
yusiness Nov. 13, 
tal of 


commenced 
1867, with cap- 
$100,000. In May, 1876 the 
apital was increased to $250,000. In 
1924 a stock dividend of $250,000 was 
leclared making the capital $500,000. Its 
lividend basis for many years has been 
16 percent. The Michigan Mutual has 
pursued a conservative course and has 
had a moderate growth. Since Mr 
Mooney became its president it has been 
more aggressive. It has a particularly 
lesirable business in Ohio and Michigan. 
Che Michigan Mutual is licensed in Ala- 


bama, Georgia, Illinois, Indiana, Iowa, 
Kentucky, Maryland, Michigan, Missis- 
sippi, Missouri, Nebraska, New Jersey, 


North Carolina. Ohio, Pennsylvania, 
Tennessee and West Virginia. 

It is a coincidence that at the 
time the National Life, U. S. A., pur- 
chased the Michigan Mutual Life, the 
Springfield Fire “& Marine Insurance 
Co. of Springfield, Mass., was purchas- 
ing the control of the Michigan Fire & 
Marine Insurance Co. of Detroit, one of 


the sterling fire companies of the city. 


same 


BEHA IS RENOMINATED AS 
NEW YORK SUPERINTENDENT 


NEW YORK, M: ¥ arch ®—James A 
Beha has been renominated by Gover- 
nor Smith as superintendent of insur- 
ince of New York and there is no ques- 


tion that the senate will confirm the 
- : . Mr. Rel ia £ red 
omination. Mr. Beha was first name 

his present office in 1924 and as- 


sumed the post in July of that year, 
succeeding Francis R. Stoddard. Under 
i rearrangement of the state constitu- 


term of all state officers will 
xpire with that of the governor, which 
will make the conclusion of Mr. Beha’s 
new term Jan. 1929. 





QUESTIONNAIRE SENT OUT 
BY DOMINION DEPARTMENT 


EFFECT OF LIBERALIZATION 


Life Companies Asked as to How Far 
Changes in Practices Apply to Poli- 
cies Previously Issued 


OTTAWA, ONT., March 3.—The 
Dominion insurance department has sent 
out to life companies operating in Can- 
wda a questionnaire as to the extent to 
which liberalizing modifications in poli- 
cies and administrative practices are ex- 


tended to policies issued prior to the 
date such modifications are adopted. 
The department asks for information 


trom the companies as to their practice, 
or, preferably, to be furnished with a 
general statement of guiding principles 


applicable to these and similar ques- 
tions: 
Reinstatement Provision 
(1) Policy conditions may have for- 
merly permitted reinstatement only 
within two years after lapse. The 
period in later policies may have been 


extended to, say, 
limit. Are the 
corded the 
ment? 

(2) The rate of interest on policy 
loans under policies recently issued may 
be less than under policies issued some 
years ago. Is the higher interest 
charge now exacted on policy loans 
under the older policies? 


five years or without 
older policyholders ac- 
same privileges of reinstate- 


Settlement Options 


(3) Policies issued many years ago 
by some of the older companies provide 
that the contract shall terminate abso- 
lutely on discontinuance of . premium 
payment; “settlement options” were not 
given. To what extent are such policies 
accorded the modern  non-forfeiture 
equities, and “settlement option’’? 

(4) Either by specific 
visions or on other grounds 
at one time very 
absolute bar to 
years policies 


policy 
° suicide 
generally made an 
claim; in more recent 
provide that suicide aiter 
one or two years shall not be a bar. 
Under the older policies does suicide 
still continue to be dealt with as a bar 
to claim? 

(5) Under industrial policies larger 
scales of benefits than in older policies 
are sometimes adopted for the same 
unit premium and under ordinary poli- 


pro- 
was 


cies larger cash values are likewise 
sometimes given. To what extent are 
these larger benefits accorded to older 
policyholders? 

(6) Possibly the practices of com- 
panies have changed more rapidly and 
more fundamentally in respect of “dis- 
ability” insurance than in respect of any 
other phase of the whole business. 
When the liberalized practices have not 
been conditioned on an increase in 


premiums, to what extent are the added 
advantages extended to earlier issues? 





Men Who Showed Increases 


Sixty members of the Bankers Life 
of lowa $200,000 Club of 1926 who were 
also members of that same honor orga! 


ization in 1925 showed increases in their 


yearly production in 1926 as compare 

with 1925. These increases ranged from 
more than $200,000 to $2,500. Highest 
ranking salesman on the basis of gain in 


yn was E, P. ines of the R. M. 


Waldron, Wash 


product 


ington, D. C., agency 
Mr. Kern wrote new paid-for business 
of $465.25 192 His gain in 
over 1 $201,250. Harry Neft 
the J unigan New York agen 





ranked 1 with a gain of $139,750 
William Zeineman of the F. T. Johns 
Milwaukee agency was third with a gain 
ot $121,250. 


secone 


Metropolitan's Policyholders 


\ mistake was made in the recent 
advertisement of the Metropolitan Life 
as to the number of policyholders. The 
number of policyholders is 37,239,579. 











DAY-O-GRAM 





CS ID? 


Inspiration 
isn’t all 
Perspiration 


A lot of success is, after all, due 
to co-ordinating the mechanical 
with the ideal—the routine 
with the inspirational—tech- 
nique with energy. 


We supply the mechanical, 
the routine and the technique. 
If you can supply the other 
requisites, we want you-——you 


eed us. 


We have established the most 
complete and thorough course 
of instruction backed by the 
best equipment in agency work 
anywhere in the world, and 
after all where other than Chi- 
cago counts in the insurance 


world. —Darby A. Day 


Darby A. Day 


Manager 
Illinois Merchants Bank Bldg. 
Central 6460 CHICAGO 


—_ 
ad 


The Union Central Life Insurance Co. 


Cincinnati, Ohio 
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INTERNATIONAL L. & A. 
IN TANGLE OVER LOANS | 


STOCKHOLDER’ BRINGS 
Questions Acts of Illinois Company’s 
Official—Claims Collateral on 
Loans Is Illegal 


SUIT 





MOLINE, ILL., Mar. 3—Chancery suit 
has been filed in the circuit court asking 
that M. J. Dorsey, president and director 
of the International Life & Annuity of | 
Moline, and C. Edwin Johnson be com- | 
pelled to either repay to the company 
an alleged loan totaling $432,225 or else 
substitute legal collateral for the present 
collateral which is contended to be il- | 
jegal. The bill was filed by B. A. 
Shearer of Moline who brings suit as a 
minor stockholder. Mr. Shearer’s dec- 
laration states that in September of 
1924 M. J. Dorsey borrowed $336,000 
from the International Life & Annuity 
and he gave as security for the loan 
stock of the Dorsey Land & Lumber 
Co., or its successor, the Dorsey Cor- 
poration. The plaintiff contends that 
the stock given as collateral has no 
market value. The bill alleges that the 
loan was made to Mr. Dorsey in order 
that he could purchase a _ controlling 
interest in the International Life & An- 
nuity. J. O, Laugman, then president 
of the company, resigned in September 
1924 and got the by-laws to be changed 
in order to make possible that other | 
than a member of the Lutheran church 
be president of the company. M. J. 
Dorsey was elected president, the office 
which he now holds. The declaration 
also states that $96,225 was loaned to 
C. Edwin Johnson to effect a merger of 
the International Life & Annuity and 
the Crescent Life of Indiana. This loan, 
the plaintiff contends, was secured by 
stock in the Indiana company and by 


la life insurance ewe written by the | | BUSINESS INFLUENCED 


alleges | 


' International was rejected. 


THE 


|defendant company. Shearer 
that Johnson has no financial responsi- 
and that the stock in the Indiana 


company has no market value. Seventy- 


| five thousand dollars of the $336,000 loan 


to Mr. Dorsey has been paid, Mr. Shear- 
er’s bill says, but the declaration alleges 
that $75,000 was illegally 
tunds of the International 
nuity. 


Life & An- 


Statement by Attorney 


An official of the insurance company 
states that the loan transaction to which 
Mr. Shearer refers had been approved 
by the insurance department of Illinois. 

Fred Railsback, Moline, attorney for 
the company, said: “The taking over of 
the International by the Crescent Life 
of Indiana also had been approved by 
the Illinois department after ae deal to 
have the Indiana company take over the 
Every move 
International has 

state insurance 


affairs of the 
approved by the 


in the 
been 


| department and policyholders and stock- 


holders of the company have been pro- 
tected from heavy loss by these deals.” 








The Sentinel Life of Kansas City, Mo., 
has been licensed in Illinois. The United 
Benefit Life of Omaha has also been 
licensed in the state. 


NATION NAL UNDERW RITER 


BY ASSOCIATIONS’ WORK 


/'RESPONSIBLE FOR EXPANSION | 


derived from | 


| 
| 


j belong to an 


| 





Tribute Is Paid Underwriters Organ- 
izations for Educating and Creating 
Good Will Among Agents 


3erry, district agent of the 
Hutchinson, Kans., gave 
a speech at the Topeka Sales Congress | 
on “The Life Underwriters Associa- 
tion.” Mr. Berry gave same very good 
reasons why every underwriter should | 
association. The advan- 
numerous and the association 
business. 


Bert S. 
Travelers at 


tages are 
raises the standards of the 
The speech follows: 

“The deplorable irregularities of the | 
business of selling life insurance which | 
existed twenty years ago are largely | 
a thing of the past. Men coming to- 
gether and getting acquainted with each 
other have discussed these unpleasant 
and unprofitable practices, and in their 
joint effort have eliminated most of | 
them. Cooperation has done much that | 


| 
| 
} 
} 





| was 


jare not entirely 


| . 
| tively on the 


| therefore, the old 
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impossible without group effort. 


Twisting, rebating, misrepresentation— 


all common evils of the past—have 
been largely eliminated through the 
united effort which the association 


To be sure these evils 
dead. There is still a 
need for the association and all re- 
men belonging to it, being ac- 
job—all the evils of the 
soon be reduced to a 


makes possible. 


putable 
business will 
minimum. 


Underwriters Should Belong 


“IT believe that every one interested 
in the selling of life insurance should 
belong to the life underwriters associa- 
tion. No live man is too old to learn, 
timer should be a 
member and an active one. He should 


|remember Bilheimer’s injunction do not 


forget that you can go dead on any 
level. The beginner in life insurance 
selling should be a member because it 
offers much that he can get from no 
other source. His company will give 
him much valuable sales instruction, 
great educational institutions are offer- 
ing splendid courses in life insurance 
salesmanship which the best of us 


would do well to take. But the fine 
touches in life insurance selling come 
from association with other men in the 








FIGURES FROM DECEMBER 31, 





Total 
Assets Capital 
Alamo, Tex 100,000 
Columbian Nat., Mass 500,000 
| Home Guardian Nebr... ; 
Lewis & Clark, Mont.. 116,640 
Meth, Minn = ert. Mass. | $573,939 ......+-. 
Midwest, Ne 200,000 
Nat. Reserve, Kans 550,000 
New York Life 1 eee 
Oregon Life , 100,800 
Prudential, N. J 1,572, 2,000,000 
St. Joseph, Mo. * 100,000 
Union Standard, Tex 116,000 
G . S. Reserve, Mo... 100,000 
niversal, Mo none 100,000 
Wes Protect., ‘MMe... - 200,000 








1926 STATEMENTS 


LIFE COMPANIES 








New Bus Insurance Gain in 
Surplus 1926 In Force Ins. in Force 
6,315 2,764,299 5,152,195 1,064.25 
6,732,404 204,414,831 12,649,305 
1, 976, 000 1,076,000 1,076,000 
1,119,154 39,850 


2,483, 166 





et 54. 760 
2,389,831,947 10,525 


1,589,100 


©. 053,500 
3,101,006 
1,086,435 





Pd. Policy- 
holde ra 


Premium Total 


Income Income 
56,3 176 ; 
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Equitable Life of lowa Building - - Des Moines 
lowa’s Tallest Office Building 






SIXTY YEARS of SERVICE 


to agents and policyholders has builded a record of out- 
standing achievements in which every member of the 
great Equitable Life of Iowa Agency Family takes 
unusual pride. 


At the Sixtieth Anniversary 


tals $475,000,000 and 63.7% of all the insurance writ- 
ten in these sixty years is still in force. During the past 
ten years more money has been paid in dividends to 
policyholders than in death losses. The paid-for pro- 
duction was 26.9% more in 1926 than in 1925. 


Agents of the Equitable Life of Iowa are loyal, sat- 
ished, happy agents, proud of the company they rep- 
resent and anxious to carry out the company’s program 
of enduring service. 


EQUITABL 


INSURANCE COMPANY 
OF IOWA 


Founded: 1867 


insurance in force to- 


E LIFE 


Home Office: Des Moines 

















i, 











YiiM 


March 4, 1927 


craft. The joy of accomplishment comes | 
primarily from hard work, but hard work | 


is made much easier and more pleasant 
irom association with one’s kind. No 
life insurance salesman can afford to 
remain ovt of the association. It will 
raise his business standards, make him 
more productive—it will create protes- 
sional pride without which no man is 
successful. 

Educational Advantage of Association 


“The life underwriters association in 
addition to creating good will and fel- 
lowship among insurance men has done 
much toward educating the public as to 
its needs for life insurance, and ade 
quate amounts. No individual salesman 
or small group could possibly have 
gotten before the people such splendid 
life insurance information as that com- 
ing from Dr. Huebner and _ other 
specialists. Such things can be done 
only through cooperation which the as- 
sociation makes possible. The insur- 
ance salesman who does not belong to 
the association is dead heading. He is 


taking advantage, without cost to him- | 


self, of thing for which other men have 
paid. 
To What Is Growth in Business Duc? 


“Sixteen billions of life insurance was 
sold in this country last year. There 
are men here who without any great 
stretch of memory, can remember when 
all the business of all the companies did 
not amount to that much. Why this 
great increase in business? War risk 
insurance? That helped. Education of 
public? That helped. Insurance sales 
schools? Sure—they all helped, but have 
vou ever heard an insurance school men- 
tioned outside the association meeting 
or agency meeting except by members 
of the association? The underwriters 
association has done more to educate 
the insurance agent and raise the busi- 


-ness to its present high plane—it has 


done more to educate the public along 
life insurance lines, it has done more to 
make big business and clean business 
than all other forces combined. It has 
made the insurance business cleaner and 
because cleaner—better and bigger. It 
has made it a most pleasant and prof- 
itable business. I mention pleasant and 
profitable together because no un- 
pleasant business can be profitable how- 
ever much money one might make at it 
Cultivates Friendship of Competitors 


“IT am getting along toward the 
twenty year mark in the life insurance 
business. I am proud of my company 
and its achievement. The company and 
all its representatives with whom I have 
come in contact have treated me with 
great consideration—more at times 
perhaps than I have deserved. Many 
pleasant and profitable friendships have 
ome through this relation. But a man 
is expected to have friends in his own 
family. So I have cultivated the friend- 
ship and fellowship of my competitors 
I have found it gratifying. It is pleas- 
ant and profitable I hope that I may 
never have to ask great personal fi- 
nancial favors, but if I do, after mv 
banker and two or three personal 
friends, I shall go to my competitors 
whom I have met in the association. 
Reasons for Belonging to Association 


“Naturally, then, I think that every 
man engaged in selling life insurance 
should belong to the association. 

“It furnishes means of insurance edu- 
cation nowhere else available. 

“It generates power to do good 

“It furnishes good fellowship where 
previously jealousy existed. 

“It has made ten blades of insurance 
grow where but one grew before. 

“It has added the joy of living to the 
selling of life insurance. 

“No self respecting life insurance 
salesman can afford to be out of it.” 


New Angle on Group Insurance 

An interesting angle in connection 
with group life insurance has come up 
in Chicago as a result of the receiver- 
ship of the Chicago Surface Lines, 
which took out group insurance for its 
employes, in connection with the last 
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wage readjustment. It is contended by 
the employes that the taking out of the 
group insurance was part of the com- 
promise agreement over wages. 
the car lines have gone into receiver- 
ship, payment of premiums on _ the 
group policy is said to have been dis- 
continued. Now the officials of the local 
union of street railway employes, backed 
up by officials of the international union, 
have filed suit to compel the receiver 
to pay the premiums and keep the group 
insurance in force 


Houghton Is Agency Supervisor 


George William Houghton of Sprinz- 
field, Mass., has been appointed agency 
supervisor of the New England Mutual 
Life. After being connected with one 
of the large paper factories in Massa- 
chusetts he went into life insurance 
work about three years ago. 


Crawford to Girard Life 


William L. Crawford, for the past 
three years assistant actuary of the 
Great Southern Life, has resigned to be- 
come treasurer and actuary of the Gir- 
ard Life of Philadelphia. 


J. W. Huling, manager of the accident 
ticket department of the Aetna Life, 
talked before the Masons in Hartford 
last week on “Washington, the Mason.” 


Since | 














Celebrate With Us 


Next June this Company will celebrate its 
Eightieth Anniversary with a great Convention 
in Philadelphia, to be attended by Field represen- 
tatives from all parts of the country. 


The PENN MUTUAL has places for capable, 
hard-working men and women who are devoted 
to the highest ideals of life insurance. Contracts 
are satisfactory, and the conditions and atmosphere 
of a Penn Mutual agency relationship are of the 
kind that creates enthusiasm and assures per- 
manency. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organiued 1847 























Do your fellow agent a good turn—get him acquainted with 
The National Underwriter, the real insurance newspaper. 











Medical. 





Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIl., 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago’s Financial district. 
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EDWARD A. WOODS SPOKE ON THE 
CONSERVATION OF ONE’S ESTATE 








Edward A. Woods, 
Equitable Life of New York at Pitts- | 
burgh, spoke before the Hart & Eubank 
agency of the Aetna Life at New York 
City on “Conservation of Estates.” Two | 
previous installments have been pub- 
lished in THE NatiIoNAL UNDERWRITER. 
The final one follows: 


often her first experience in business and 
people with the best of intentions, often 


why she should buy a 5 percent bond 
when they know of an investment that 
will pay three times that. 
a woman, a seamstress, and a friend of 
| hers up in the city said, “What is the 
| use of investing money at 5 percent. I 
can give you 20 percent.” 
for a few weeks. People act with good 
intentions. They don’t intend to rob 
the widow, but they need the money in 
the first place. The husband’s partners 
will say, “Why don’t you draw this 
money out of our business.” 
he can’t afford to pay it. He has already 
lost a partner. They don’t intend to rob 
the widow. They think they can do a 
great thing. I know the problem that 
confronts the widow 
money is a real one. 





Sell Insurance for a Purpose 





it does. We sell insurance for a pur- 
pose. An annuity is to furnish ones self 
with a comfortable, happy old age. 
Money is simply the means of doing it. 
We want to have our wife happy and 
comfortable with a roof over her head, 


|and we want the family kept together, 


the boy to get an education. Leaving a 
principal only does half of the job. 

An advertisement of the Exchange 
Trust Company of Boston says: 
should suddenly fade out, what would 
happen to your family?” Isn’t it our 
duty as life underwriters to see that our 
machine works? If a man sells you a 
machine to accomplish a certain thing 
and doesn’t tell you how it can do it, 
you won't think very much of it. 


ate the machine to see if the machine 
does the work, and therefore, merely 
selling a policy is just part of the job. 


Marrying Widows for Money 


Now it may seem funny, but there is | 


many a widow married for her money 
and that is no joke. It is awfully easy 
to persuade yourself when a widow has 


| $2,000 or $3,000 and it is your financia 
that you are in love with her. | 


salvation, 
And it is awfully easy for a widow to 
accept who has just lost her husband, 
and here is a man who pretends to give 
her affection and love. But those are 


actual problems that confront most 
women. Most men don’t make wills. 
They ouzht to. 


People “ought to make wills, but there 


| is no body of people that urge the mak- 


ing of wills. It ought to be our job. I 
am not going to embarrass you by ask- 
ing if you have made a will. 


Pay on Installment Plan 


I was called to see a man who said, 
“T want to leave $100.000. I don’t want 
to make it, so I bought it.” I thought 
that was a prettv good rebuke to me and 
life insurance. You buy the estate at the 


| start and pay for it on the installment 


plan thereafter. In other words, if vou 
live and succeed you may have it and 
you may not. 

Road With a Detour 


A road sign of the Grand Rapids 


| Trust Company where there is a detour 


says: “If IT ever get to heaven I won- 
der if I will be detoured every time I 
strike a nice piece of road. Those 


golden cobble-stones don’t look good to | 


me but I don’t want to detour all the 
time.” 


Due to the joint work of the trust 


| companies and life underwriters, the | insolvent. 


It is a real problem to the widow, | 
her own kin or her husband’s kin, ask | 


I remember | 


And she did | 


He knows | 


when she gets | 


Most of us when we sell insurance do | 
|a real thing. We sell insurance by what 


“If you | 


You | 
| want the man to tell you how to oper- 


pointed a joint committee. The Cham- 
ber of Commerce has gotten out a 
| pamphlet urging the citizens of Cleve- 
| land to buy life insurance and arrange 
| to have the bulk of the estate adminis- 
|}tered by trust companies. The trust 
companies all joined together, urging 
the citizens of Cleveland as a community 
proposition to make a more prosperous 
|community. It is a wonderful pamphlet. 
What is the use of issuing circulars? 
The trust companies issue them for us. 
The Chamber of Commerce, 


Cleveland are all working together. 


Gave Life Men a Dinner 


The Old Colony Trust Company of 
Boston spent over $1,000 in giving a din- 
ner to which the life underwriters were 
invited. People were urged to buy life 
insurance. One trust company in Pitts- 
burgh invited us underwriters and spent 
$5,000. The Farmers Loan & Trust 
Company of Lancaster, Pa., _ vice- 
president asked me to come down and 
talk to the people of Lancaster about 
leaving life insurance and providing for 
trust. It spent $5,000 and that is a 
country town. Perhaps you never heard 
of Lancaster. But here the trust com- 
| panies are spending money liberally to 
get people to buy life insurance and 
| bringing the grist to our mills. 


Horace Greeley’s Reply 


Someone asked Horace Greeley for a 
| subscription. They said he wrote along 
in his illegible handwriting and_ said. 
| “Tell me in ten words what you want it 
for The man said, “I want $1,000 to 
isave 1,000 people from hell.” Horace 
| Greeley said, “I won't give you a damned 
| cent; there are too many people there | 
| now.” 

Last year we sold 4,000,000 policies. 
We probable talked to 20,000,000 people 
to sell those. That doesn’t count about 
| 14,000,000 of industrials. In other words, 

we are a selling force that are seeing al- 
| most everyone worth while. 


Three Classes of People 


You know a fellow was sitting at a 


table once when a man slurred life in- | 


surance and another man, not an insur- 
|}ance man, bristled up and said: “There 
jare only three classes of people that 
won't buy life insurance—the people that 
can’t get it; the people that can’t pay for 


| 

| it, and the people that don’t give a damn | 
' ae 

you | 


for their families. Now,” he said, 
| can classify yourself.” 

But we see 20-odd millions of people 
outside of industrial, and if we discuss 
the creating and conserving of estates 
| what an enormous force we are to get 
| people to finish the job, to do it right, 
not only to leave money. To leave 
money through life insurance isn’t any 
credit to life insurance. It is like selling 
}an automobile that won't go. 


} 
| Insurance Must Accomplish Purpose 


| We have to see that life insurance 
| does the work, that the policy accom- 
| plishes its purpose. Only 2 percent of 
| the insurance today is on the life income 
| plan, but an increasing number of poli- 
| cies are being written where that money 


does the work. In many cases a life 
| income policy is the best thing. But 
| there are thousands of policies, hun- 


dreds of thousands of policies where the 


the work. 
No Money to Pay Debts 


Many a man makes a will and signs 
his name in bold type. The first thing 
the will says the man has to do is to 
pay his just debts. There isn’t anv one 
of you who sends word to his wife to 
| pay a bill who will pay that bill unless 
you send her money to do it. Why 
write in the will to pay your just debts 
| and then leave no money to do it? The 
| vast majority of estates left are vastly 
Now isn’t it up to us life 


trust com- | 
panies and life insurance companies in | 


policy is written in a way that won’t do | 


| underwriters to tell them how to do this 
thing? 
Trust Company as Executor 
But everybody ought to make a will 


| and appoint a trust company executor. 
It can do the job best. And you ought 


manager of the; Cleveland Chamber of Commerce ap- to provide the executor with enough life 


insurance to pay at least the administra- 

| tion expense. It is just completing your 
| job, just doing your duty. Obviously 
| it is to our interest to have the coopera- 
| tion of various institutions skilled in the 
| question of giving advice about making 
wills, administering estates and doing 
all these things. They ought to be wel- 
comed by us as simply completing our 
job. 


Providing for Grandchildren 


| QUESTION: Would it be better to 
leave funds from life insurance with the 
life company to act as trustee, or to have 
| a trust company? 

| MR. WOODS: That depends upon 
| the circumstances. Our company issues 
| an educational policy. I have done some- 
| thing vastly better. I have taken a 15- 
year endowment policy and had it pay- 
able to a trust company. I have pro- 
vided in that policy that that money 
shall be used if necessary to prepare my 
grandson for college. If this boy needs 
money during his prep year, the trust 
company shall have the rizht to antici- 
pate if it wants to. If he doesn’t go to 
college, the money shall be kept until 
he is 25 years of age with interest, and 
then given to him in the trust company’s 
judgment and at its discretion to start up 
in business. I provided if he can’t get 
into college, is flunked out of college, or 
finds some girl at the end of his fresh- 
man year whom he thinks he ought to 
marry rather than continue college, he 
| shall get the benefits at the discretion of 
| 

| 





the trust company. 
Left With Trust Company 


I have provided for my three grand- 
daughters in a similar way, that if they 
zo to college, flunk out of college, 
or marry, the funds shall then be kept 
with the trust company to administer 
provided the trust company thinks the 
| marriage is all right, or set the grand- 
daughter up in business when she is 25 
years old if it thinks that is best. 

You couldn’t do that with a life insur- 
ance policy. I think that is better than 
the rather rigid policy. You don’t know 
whether the boy is going to go through 
college. He may have to drop out of 
|college in a year. There are a great 
many cases where the company can’t do 
it as well as the trust company. 


Question as to Trust Fund 


QUESTION: 
leave a definite, 
| widow for a lifetime and want to pass 
lon the principal to the children at her 
| death. You want her to have the income 
las long as she lives and not be able to 
touch the principal, and you also know 
that at her death the principal is guaran- 
teed 100 percent by the company and 
the investments backing up that money 
are not segregated. 

MR. WOODS: T see what lies back 
of your question. Of course all the as- 
sets back of every individual policy are 
safer than any trust. On the other hand, 
the losses by trust companies surrounded 
as they are by law and experience and 
capital are practically neclicible. It has 
been stated that no amount of principal 
has ever been lost by a trust company 
which doesn’t mean that things haven't 
gone up and down. I think a trust com- 
pany is substantially almost as solid as 
| life insurance. 

Got Into Trust Business 


about vour question about the 
during her lifetime and at her 
I think life comnanies in many 
have gone into the question of 


of funds of the 


aa t 


Suppose you want to 
fixed sum to your 





Now 
widow 
| death. 
cases 


ultimate distribution ) 
lsecond and third generation in an 
awfully dangerous way. T have a 


| policy in mind where the policy is pav- 

able to a man’s two sisters. If the sis- 
ters die it is pay able to cousins. If the 
cousins die it is pavable to somebody 
else. etc. It is a long strung out thing. 
I think in some cases we have gotten 
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really into the trust company business, | $100,000 estate with a trust company, 


trying to make elaborate distributions | would you suggest that it be limited to . 

way into the future. I think generally | $2,000 or $3,000 or $5,000, in any one 

it is a good deal safer for a man to| security? And would you limit it to se- 

leave this question to a reliable trust | curities that were for trust funds or sav- | 9 ? 6 


company and not attempt to provide | ing banks? 
for all posterity by a life insurance MR. WOODS: I haven't done it. seemneneeeeneeen 
policy. : No trust company can afford to wrongly 
Those questions have to be taken up | jnyest money. It has a pretty good ex- A N O T H E R O N WA R D 
by individuals. Sometimes a life com- | perience. I have permitted it to invest 
pany can do it better. There are lots | jin securities at its discretion. Most 


of border-line cases where it is just @| people leave a business and perhaps it 
question of who can do it best. Just |i; unwise to have that money abruptly M A R C H Y E; A R 
our common judgment had to guide | drawn out of the business. If any trust 
us in those cases. But there are a company is good enough to handle my 
great many where discretion has to be | estate, I would leave them entire dis- 
exercised. cretion. 
Happy Medium Suggested . : > 
QUESTION: Would you recommend Total of now Life Insurance issued, 


in the average case where a man’s will Stock Quotations of increased and restored (paid-for) 


leaves discretion to a trust company for 


the disposition of his general estate, his | Insurance Companies for 1926: 


invested estate and then wants a fixed 
$158,331,102 
































sum out of life insurance because he 
knows through the insurance company 
he can arrange for a definite fixed sum, 





W. CORNELIUS of Charles Sin- 


wouldn’t that be a happy medium? _ de cere & Co., the investment firm of . . 
A - PP) edium? .- | Chicago, furnishes the following insur- Last year was the eighth consecutive 
MR. WOODS: I have a lot of life | Jee Gock quotations: : ° h hi h 
insurance. I have an annuity on my ws Div. year In whic this Company as 
mother. She is ninety. I have Christ- Share 
mas presents of life insurance and birth- e.g FO Late ror ~ Asked e shown a gain in noe paid for 
day policies and things of that sort on | Agricultural Life... 50 ee. 
my wife and children, and educational | ‘American Bankers. 2% 75c 1% .. business over the prec Ing year. 
policies on my grandchildren. I have | Amer. Drug. Fire.. 25 75 .. 12 
. 3 > oe ., | Central Life, Ill... 20 40 48 8 s " > 
a life income for my wife, but I have | hj. Fire & Mar... 10 11 15 .. Total of life insurance in force on 
left all my insurance, all of my estate | Chicago Nat. Life... 10 20... oe 
in charge of a trust company with al- oo sy he +4 1S wets December 31, 1926, was: 
> > ons. Life, ind..... o e° es 
most absolute discretion to handle all | Gohtin. Assur. lil.. 10 .. .. 16 $909,479,363 
that for my wife. I don’t know whether | Gontinental Cas. .. 10 .. -: 16 
she wants to keep my present house or | Cont. Life, Mo..... 10 38. = 10 
not. She doesn’t know. I don’t want | Detroit Life -..... 50 110 130 ; 


Detroit Nat. Fire... 25 18 24 
— mea “lll BANKERS LIFE COMPANY 
Dubuque Fire & M. 100 s* os 20 


Widow Relieved of Burden Farmers Nat. Life. 5 16 20 












































It seems to me I have done a far bet- | » P Ore 
¢ ‘: ell Tasca - Federal Life ...... 100 115 140 Stock ° 
ter thing in relieving her of the burden | Federal Surety /// 100... ss GERARD S. NOLLEN, President 
of all that which I may leave or may not | Gen. Cas. & Surety 50... - = , . 
leave. I think I have done a better job | > > Sggy -  --RPPETE A+ & Ot as Established 1879 Des Moines, lowa 
in leaving the handling of that to a trust | Great Lakes ...... aes i 
company. Illinois Fire ...... 100 125. 10 
. You know one of the times when | Iittrtocean Reins, 100. 1). 
Coolidge spoke was when the fellow| Interstate Fire ... 25 18 22 4 
from the treasury department brought | Iowa National Fire 100 110 125 8 
him around his first check. Coolidge | Inoquois Fire ..... 50 40 60 .. 
| Lincoln Casualty... 25 al 18 a 
looked at the check and the voucher, | fincoln Nat. Life.. 1 80 885 ©6 620 
signed the voucher and took the check. | Metropolitan Fire.. 10 9 11 10 
Then he got up and said, “Come again!” | Mich. Fire & Mar.. 50 100 .. 14 
; . . Milwaukee Mech.... 10 34 36 22 
That is all my wife has to do. I think | Missouri State Life 10 100 10512 
it is kinder to her and safer provision. | Montana Life Ins... 10 .. 2 
I don’t know what her needs are going + a Amer. tafe. . Se 33 H 
to be. I have left it all to the trust} NOTthw cas @ Sur. 100 85 b A E. IFE 
company. There are a lot of cases, how- | Northwestern Nat.. .. 80 = 
os é = oa? a : x-div. 
ever, where that isn’t the best thing. | stow Wesel ate... 20 13% 15% 8 
Failure of Trust Company | Ohio National Life. 10 30° 360 & nsurance ompany 
y : . Old Colony Life.... 0 2 - 
QUESTION: In the event of a fail- | Old Line Life...... 10 30 35 15 HOME OFFICE 
ure of a trust company, do these funds | Drogon tise 27777709 go Ila SHREVEPORT, LA. 
enter into it? Do the funds in the trust | pioneer Fire |... .- 20 «15 oun equities 
company enter in any way in the failure presteontiel F. & M. 14 $3 ae 32 
? Security Life ...... 2 - 
of the bank? : : Southern Surety ... 100 .. .. 16 , 1 CATICERIE ? 4 
MR. WOODS: Not necessarily any | Stand. Amer. Fire.. 25 13 16 .. ARE YOU SATISFIED WITH YOUR JOB? 
more than your financial failure might St. Paul Fire & Mar. 26 100.—Ctis«s 14.4 
mean your defaulting to securities left oe ee life 100 148 | g => 
in your charge. A trust company keeps | Wisconsin Nat. Life 10 14 .. 8 


Are your earnings all that they should be, and is your job 


your securities separate from their funds. . : : > 
capable of expanding into what you wish for the future? 


Of course the officer of a trust company , 
could steal, I suppose, the trust funds. Whatley Agency Production 
But the funds of my estate or your es- Recently from New York comment 


pr gh way ee are kept separ- was made on the insurance agencies oO: ALA BAM A 
In Pennsylvania the law is that if they the country producing npetsaall pe to . 
have some uninvested funds they don’t | ©! OTdinary insurance. It was sented at 

even deposit them in their own bank. | the S. T, Whatley general agency of the This state is the home of the greatest industrial center in 
They put them in another bank and the | Aetna Life in Chicago was credited with the entire South and where thriving industries are, business 
trust company failure doesn’t mean any | $23-000,000 business including all lines caida a , : hii 
loss falling upon their funds. The trust | Mr. Whatley states that the $23,000,000 is always good. 
companies are under constant audit, of | ¢X¢luded group insurance. he group 
course, as well as the state officials. The | business of the agency was $55,000,000, 
courts have shown no case where the | Which would make the total figures $75,- 


icnans of a trust company has shown | 90,000 for his office. THE FOLMAR AGENCY, of ALABAMA 
any loss as yet. Southern Managers 





IF NOT, a real opportunity is offered to you in the State of 





Your communication will be treated with confidence. 




















Knows of No Loss Powell Agency Convention 

MEMBER: May I suggest that the| Henry J. Powell Agency of the Equi- The Louisiana State Life Insurance Company 
trust companies are obligated by law to| table Life of New York at Louisville FE tive Off Branch Office 
carry with the state treasurer tremend- | and Cincinnati will hold its summer con- ~xecutive ces Shepherd Bldg 
us amounts of money guaranteeing the | ference and outing at White Sulphur Troy, Alabama Mont = Ala. 
proper performance of their obligations. | Springs, W. Va., July 1-3. ; ena 

MR. WOODS: There has never been | ' . , —— o 
a case known where the failure of a | Equitable Life Appointment IRA F. ARCHER 
trust company has caused a loss to the} Charles J. Martin has been appointed “eet 
trustee. That is a very remarkable state- to succeed Henry Boyd as manager of Superintendent of Agencies 
ment and I have never heard it denied. | the mortgage loan and real estate de- 

Would Not Make Exactions | partment of the Equitable Life of New 








QUESTION: In the case of a! York 
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CALIFORNIA STATE LIFE 


SACRAMENTO 


J. Roy Kruse 
President 


DECEMBER 31, 1926 


ADMITTED ASSETS 
Real Estate—Home Office Building...............-++4:: $ 1,544,922.75 
































DM attee Baad Tatate..cccccciccccccccvcscccsscecccseses 276,092.06 
First Mortgage Loans—Secured by real estate appraised 
St OVGT BIOMIOO cc cccccccccccccccccccccceccceceses 4,458,902.72 
Policyholders’ Obligations—Loans and lien notes to ac- 
commodate individual policyholders, secured by cash 
values of their policies..........eeeeeeeeeeeeseeecees 2,255,765.52 
Cash on Hand and in Banks—Over 60% drawing interest 444,076.30 
Bonds—Government, Municipal and Public Utility...... 675,307.03 
Interest Due and Accrued—Mortgage loans and bonds.. 128,378.54 
Premiums in Course of Collection—Secured by legal re- 
serves—All other assets ...... A AGES NA ERE es ae F 437,321.84 
ite Ee pe Pe me aE a $10,220,766.76 


LIABILITIES 


: Net Reserve—Sct aside to meet insurance obligations as 
2 they may fall due by death or maturity of policies 
6 
+ 
» 
; 


AMOUNTING tO 2... cccccccccccccccccccccesssesesoss ..$ 8,615,708.36 


Deferred Payments—Moneys held at interest for future 
payment to beneficiaries under deferred payment 


De... 4965eeceeen seeks abs Ceteuteeteenacssess 124,954.55 
Claims Reported—Cash set aside to pay claims which 
have been reported but of which proofs have not 
DOR SROUINES, Lo dccocaswccnace 1 PR ey A Se 44,300.00 
Premiums and Interest Paid in Advance and Accounts 
Ee re epi Ore y Seer erty sere 94,185.64 
Taxes for 1926—Reserve to cover taxes payable during 
I NE 5 vaninc4s 00404nbe ses cudaseteees eins 45,902.38 
Reserves for Depreciation of Home Office Building and 
for Fluctuation in Value of Securities......... iabioae 103,669.55 
BE SE ee ER EN. Tene 153,529.36 
 einiitinne wewewenduws RE $500,000.00 
Unassigned Funds—Surplus .................. 538,516.92 
Policyholders’ Surplus—All of which forms a fund for 
additional protection of policyholders............... 1,038,516.92 
Eada Re viene ae ete Mba METS. $10,220,766.76 


Admitted Assets, Over 10 Millions 
Insurance in Force, Over 70 Millions 





Agency openings for responsible men in 





California, Oregon, Utah, Nevada, Arizona, Texas & Oklahoma 


Address 
M. F. Branch, Manager of Agencies, Sacramento 
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“Of all the sad surprises, 
There's nothing to compare 

IVith treading in the darkness 
On a step that isn’t there.” 











A thousand things may happen in the dark—and in the 
daylight, too. A peep into the accident ward of any hospital 
will prove that. Don’t let one of your good clients wake up 
in the hospital some morning and be sadly surprised to find 
that his insurance adviser has neglected to put an accident 
and health policy in his insurance budget. 


For particulars regarding complete line of income 
protection policies write 


Agency Department 


NATIONAL CASUALTY COMPANY 


DETROIT, MICHIGAN W. G. CURTIS, President 
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ANNUITIES AND INCOME TAX 


A decision of great moment to life 


AS SEEN FROM NEW YORK 


companies writing annuities was handed | 


down last week at Philadelphia by Judge 
Victor B. Woolley of the United States 
circuit court of appeals, whose decision 
set aside a ruling in a test case in the 
United States district court at Pitts- 
burgh and may compel Chief Justice 
Taft, David Lloyd George, Mrs. Theo- 
dore Roosevelt, Mrs. Thomas J. Pres- 
ton, formerly Mrs. Grover Cleveland, 
Walter Damrosch, former impressario of 
the Metropolitan opera, and other na- 
tional and international personages to 
pay income taxes on annuities ranging 
trom $5,000 to $10,000 which they are 
receiving from the estate of Andrew Car- 
negie. 

The point was was brought up in a 
suit filed by the estate of John W. 


Beatty, a director of the Carnegie Insti- } 


tute at Pittsburgh, whose’ executor 
sought to recover $572 from the collector 
of internal revenue. Pittsburgh, who col- 
lected that amount as tax on an $8,000 
annuity received from the Carnegie fund 
for 1920. In handing down his decision, 
Judge Woolley argued that the annui- 
ties paid to some 40 odd _ notables, 
friends and employes of Mr. Carnegie 
are taxable as “income derived from any 
source whatever” inasmuch as they are 
paid out of investment returns on funds 
left in trust with the Home Trust Com- 
pany, New York, the executor and trus- 
tee of the Carnegie estate. 
* * * 
PROCEEDS LEFT WITH COMPANY 


“An interesting feature of the com- 
pany’s business during the past year,” 
reads one paragraph in the recently pub- 
lished annual statement of the Guardian 
Lire, “was the tendency on the part of 
the company’s policyholders to avail 
themselves to an ever increasing extent 
of their privilege to file requests with 
the company for policy settlements un- 
der which the insurance proceeds are 
either left with the company at interest 
for a number of years or are used to 
provide the beneficiary with a guaran- 
teed income for life or for a certain se- 
lected period.” These settlements, which 
prevent the dissipation of life insurance 








quotes with approval from “Liberty,” 
which in its issue of Jan. 1 carried an 
informing article on the inspection serv- 
ice of the life companies entitled “Bet- 
ting Millions on Morals”: “Before one 
can qualify as a gilt-edge risk for insur- 
ance in any considerable amount—say 
$10,000 or more—it is necessary to pass 
a character test with a good grade. So 
efficient has the system of inspection be- 
come that many companies will now 
write small policies—from $1,000 to 
$2,000—without a medical examination.” 
The article also reports the statement 
of the head of a private inspection 
agency that “not more than 5 percent 
of the customers of life companies are 
dishonest.” One company inspection 
manager puts the ratio as low as 3 per- 
cent. That is perhaps the lowest moral 
hazard that any business has to face. 
* * - 


QUALIFIED IN CLUBS 


The Guardian Life announces that 
during the past month six company rep- 
resentatives here in the metropolitan dis- 
trict have been admitted to the 1927- 
1928 Leaders Club and have thereby 
qualified for the company’s § annual 
agency convention to be held at Chicago 
in August. Leon Alexander of the 
Brooklyn agency has entered the “Inner 
Sanctum,” which requires an annual pro- 
ducation of $500,000 or more. The “In- 
ner Circle” ($250,000 to $500,000) now 
embraces Henry Shelton of the McNa- 
mara Organization, while A. M. Lasky 
of the Landau agency, F. J. Mulligan 
and Irving Rafsky of the McNamara or 


| ganization have qualified for the Leaders 


Club ($100,000 to $250,000). Leo D. 
Landau was among the three managers 
who qualified last month. With more 
than five months of the club year re- 
maining, Leon Alexander is confidently 
expected to join the exclusive ranks of 
the Sanctum Sanctorum ($750,000 to 
$1,000,000) before the convention assem- 


| bles. 


funds, have proved particularly popular | 
with policyholders in the Guardian Lite, | 


which in the past few years has allowed 
a 5 percent return on funds entrusted to 


its care, one of the highest rates of in- | 


terest paid by any life company in the 
country. 
* * * 
ALLEN & SCHMIDT RALLY 


\llen & Schmidt, general agents here 
of the New England Mutual, entertained 
hundreds of their friends and clients on 
Tuesday afternoon at the formal open- 
ing of their new offices at 217 Broadway, 
which have been rearranged, entirely re- 
furnished and made into one of the most 
up-to-the-minute life insurance offices in 
the city or the country. 

The New England Mutual was repre- 
sented by Secretary Frank TJ. Part- 
ridge, who presented the medals for 
distinglished service to three members 
of the agency—Bertram O'Keefe, a new 
man who last vear produced about $450,- 
000, William E. Selph and H. Arthur 
Schmidt, both of whom are $1,000,000 
producers. Mr. Allen has represented 
the company here since 1910 and last 
September formed the present agency 
by taking into partnership his leading 
personal producer, Mr. Schmidt, who has 
consistently been in the $1,000,000 class 
since 1921. In 1926 the agency paid for 
$8,770,000 as compared with $7,250,000 
the previous year. Its objective for the 
present year is $10,000,000 and it has al- 
ready made large advances toward it. 

* as . 


PASSING CHARACTER TEST 


“The Stethoscope,” the interesting 


house organ of the John C. McNamara 
Organization here of the Guardian Life, 


s @ 
IS INSURANCE A PROFESSION 


“Do vou think this life insurance busi- 
ness of ours will ever be regarded as a 
profession?” asked Earl G. Manning, as- 
sociate general agent of the John Han- 
cock Mutual at Boston, during the 
course of a lecture recently delivered 
here on trust company cooperation. “My 
understanding of a professional man,” he 
said, “is one who has achieved such emi- 
nence in his particular line that he can 
hang out a shingle and be reasonably cer- 


| tain that a number of people will come 


to him for advice. We are placed in a 
rather unusual position in marketing a 
commodity that people don’t ask much 
about of their own accord. When a man 
is sick, he naturally tries to find some- 
body to make him well. When a man 
gets into a legal squabble, he knows he 
knows nothing about it and goes to a 
lawyer. Just why people don’t volun- 
tarily come to see us is beyond me. But 
they don’t—except in a very small mi- 
nority of cases. So it seems to me that 
we have a professional thing to do in 
going to people with all the dignity and 
poise expected of professional men in 
the legal, medical and other fraternities 
and inspiring in them the same feeling 
of regard for our character and our pur- 
pose in life. If we can ever do this in 
our business, then it will be a profes- 
sion. But I believe it never will be un- 
til we can and do.” 


* * * 
CURRENT INCOME FIGURES 
The total current income of the 


American people rose from $62,736,000,- 
000 in 1921 to a new high record of $89,- 
682,000,000 in 1926, or an increase of 
more than 40 percent, according to a re- 
cently issued bulletin of the National 
3ureau of Economic Research. This is 
a real increase and not a fictitious gain 
resulting from a higher price level, for 
(CONTINUED ON NEXT PAGE) 
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JUDD TAKES CHARGE 
OF CHICAGO AGENCY 


CHANGE IN PHOENIX MUTUAL 


W. W. Williamson and Sidney Wellbe- 
loved Open New Office for the 
Connecticut Mutual Life 


\ notable change in Chicago general 
gency circles was announced this week 
when W. W. Williamson and Sidney 
Wellbeloved, managers ot the Phoenix 
Mutual Life, resigned to open a third 
vcneral agency of the Connecticut Mu- 


tual Life in Chicago under the firm name 


of Williamson & Wellbeloved. 

Robert Judd, who has been agency 
assistant at the head oftice of the Phoe- 
nix Mutual Life at Hartford, has been 
uppointed Chicago manager of the com- 
pany. He has been connected with the 
gency department for four years and 
last May was appointed agency assistant. 
Mr. Judd is a man of fine training, edu- 
caiton and business experience. He has 
made good 100 percent at the home 
tice, he has the confidence of the man- 
agement and feel that ! 


nas a 
opportunity in Chicago 


ol- 


he 
He graduated 


from the Tuck school of business at 
Dartmouth and later was principal of 
schools in the Hawaiian Islands. John 


\. Whitmore, superintendent of agents 
ind Agency Assistant C. A. Walker are 

Chicago this week arranging for the 
installation of Mr. Judd in his new posi- 


Williamson Strong Producer 


Mr. Williamson has been with 
iny other company than the 
Mutual Life. He started 11 years 
is a producer and developed into the 
largest producing agent connected with 
the office. 
vears ago. Sidney Wellbeloved has been 
connected with the company since June 
He was formerly associated with 
the Chicago agency of the Mutual Life. 
He went to the Phoenix Mutual in Chi- 
ago assistant manager and some 
months ago was made associate man- 
ger. Mr. Williamson was formerly in 
the bond business and later was general 
manager and treasurer of the Charles E. 
Hiers Company of Philadelphia. 

Rody 


never 


1925 


( as 


President of Chicago 
Williamson 


Mr. served two as 


years 





NEWS FROM NEW YORK 








(CONT'D FROM PRECEDING PAGE) 
le average price of consumption goods 
n 1926 was actually a fraction less than 
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president of the Chicago Life Under- | HARD TIMES PLACES 


writers Association and during that time 
he gave it much thought and attention 
He urged at all times the highest stand- 
ard of life insurance salesmanship. The 
firm will be Williamson & Wellbeloved. 
The other two agencies of the Connecti- 
cut Mutual Life in Chicago under Sam- 


vel I. Chase and Louis J. Fohr will 
continue as heretofore. Mr. Wellbeloved 
is essentially an agency man who has 


met with success in hiring and training 
Mr. Williamson is regarded as a 
man who has kept 


men 
successful business 
up | 
his administrative duties. 

Williamson & Wellbeloved have t 
quarters im the new 
building. 


iken 
Franklin- Adams 


REMEMBERING NAMES 


Nothing pleases a man like having a 
comparative stranger remember his 
name. Some people have this faculty 
naturally. But most of us have to build 
it. Whenever you meet a man, repeat 
his name to yourself several times. De- 


| libe rately store it away for future refer 


; cence 


big | 


Phoenix 
ago | 


He was made manager six | 


1921. If the total national income 
last year had been divided equally | 
imong all persons, every man, woman 


ind child in the country would have re- 
ceived about or 36 more 
han the per capita distribution for 1921. 


$770, percent 


Persons gainfully 


employed last year | 


Gtaled 44,000,000, excluding housewives 


children helping heads 


“For 


ind women and 
of families in farm or other work. 
every person so employed in 1926,” 
bulletin continues, “there appears to 
have been an average income of slightly 
over $2,000. When reduced to money of 
onstant purchasing power, we find that 
the average person working for a money 
ncome 
tor his services than in 
4 percent more than in 1909. 


The in- 


the | 


received about 25 percent more | 
1917 and about | 


dications are then that despite the con- | 


stantly growing population and the rela- 
tively inelastic nature of the supply of 
natural resources, new inventions and 
greater skill and organization are still 
‘nabling the average inhabitant to pro- 
gress steadily upward on the scale of 
economic welfare.” Life insurance is 
he one safety-brake that never yet has 
tailed to prevent individuals from slid- 
ing down below their proper place on 
that steeply ascending scale 


You'll soon find you can instantly 
call up the name on next meeting him— 
a subtle flattery that will help make 
friends and businesg for you 


tual 
° ' 

his personal production along with | 
} that the 


| months 


} hard 


INSURANCE IN FAVOR 


INVESTMENT VALUE REALIZED 


Manager and Agents Talk at Meeting of 
Mutual Life Agency in 
Chicago 


+ th 


Mlatager ‘ 
in 
necting 


Mu 
in 


on 


Hintzpeter, 
Lite of New York 
nounced at his agency 
Mutual Life agencies in Chi 
cago have written $3,297,000 the first 
two months of this year, the Hintzpeter 
agency writing 40 percent. Mr. Hintz 
also announced that has added 
than en in the last twe 
and the applications for ten 
more are being looked up. Mr. Hintz 
peter went on to that life insurance 
s better than ever, Janu 
the ever 
times get hard 
and nx that 
investment 
investinents 


= % 
4 hicago, 


Keb 


peter he 


no less 30 on 


Sal 
since 
month 


business 
arv, 1927, was 
known If the 
will realize mx 


surance Is a 


largest 
1 ople 
life 


because 


re re in 
good 
bring 


times bad 


light 
Mr 


agents 


Hintzpeter recommended that the 


carry one of their own policies 


17 


} around with them to show as a sample 


; 


Then at a particular time he can say, 
“I'll look that up and see what my own 
says.” Mr. Hintzpeter said that 
written many thousand dollars 
worth of business using that idea. “It 
creates confidence by the fact that you 
yourself believe in it.” Joseph Lavin, one 


policy 


€ as 


the agents in the Hintzpeter agency, 
spoke on “Not Giving Up.” He said 
that a life insurance policy is the only 
thing a man can invest in where the 
principal is guaranteed. He tells th« 
prospect that the contract underwrites 
his hopes and that laziness is the only 
thing that can stop him as the contract 
takes care of sickness or death. He 
says that he never puts insurance at 
once in terms of a sale. He underwrites 


a man’s hopes and the man only places 
a small deposit on the principal 


Possibilities and Discouragements 


Mr. Lavin said that he never saw a 
‘igger business with more possibilities 

with more discouragements than that 
t lite imsurance \ man must 
ior his success by courage and overcon 
ing discouragement. In closing Mr. La- 
vin asked whether there a greater 
philanthropist than the man that is en 
honestly in the insurance busi 
Frank Martin, another agent w! 
(CONTINUED ON NEXT PAGE) 
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9% 





Of all applications accepted. 
Would these facilities for placing insurance interest you? 


OUR 1925 EXPERIENCE: 


Policies issued as applied for more than 93%. 


Policies issued on modified basis, 5%. 


Actual rejections, less than 1°4%. 


Many of the 134% rejections can now be written on the Company's 
Personal Life Income policy for rejected risks, 
bringing acceptances up to 99%. 


ACTUAL TO EXPECTED MORTALITY, 39% 


Address 


FOR AGENCY RELATIONS 





T. W. Appleby 
President 








THE 


of 


CINCINNATI, OHIO 


OHIO NATIONAL 


LIFE INSURANCE COMPANY 


E. E. Kirkpatrick 
Supt. of Agents 
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FRATERNAL PRESIDENT 
TAKES A LOOK AHEAD 





FUTURE NEEDS OF SOCIETIES 





McKnight of Modern Samaritans Re- 
views Questions of Vital Importance 
Before Fraternal Congress 





A. G. McKnight of Duluth, Minn., 
president of The Modern Samaritans, in 
his speech to the National Fraternal 
Congress which met last week in Chi- 
cago, implored the fraternals to forget 
the things that are behind and keep only 
the things that are proven to be good. 
The things that are behind that should 
be forgotten are inadequate rates, easily 
forfeited policies, hampering statutory 
restrictions. The value of the lodge sys- 
tems, representative government, the 
open contract, the idea of insurance plus 
has been proven so the fraternals should 
hold to them. Mr. McKnight went on 
to say that he believed that the fraternal 
beneficiary society when it was born was 
a purer scheme than the old line com- 
mercial insurance plan and that the fra- 
ternalists were wiser men than the cold- 
blooded commercialists who had under- 
taken to solve the insurance question. 
“The representative form of government 
is better than the stockholder form even 
if it is more cumbersome and more an- 
noying to the powers that rule. This is 
one of the outstanding features of the 
fraternal benefit system which should 
not be changed. That government will 
be the best in the long run where its acts 


are subject to the close scrutiny and to | 
the free discussion. among those gov- | 


erned.” 
Open Contract Best 


Mr. McKnight declared that the open 
contract of the frafernal society was also 
a step in advance. The elimination of it 
because the old line companies tell the 
public that the open contract is obnox- 
10us and a poor policy. “If the old line 
companies make a few more mistakes 
such as they are now claimed to have 
made in group insurance, we may 
have some harsh lessons on_ the 
closed contracts which will swing the 





HARD TIMES PLACE 
INSURANCE IN FAVOR 
(CONT'D FROM PRECEDING PAGE) 
presided at the meeting, said that hypoc- 
risy acts as a boomerang to the sales- 
man. 





Must Paint Picture of Death 


_ Ralph Golding, agent, had the sub- 
ject, “One Day Your Prospect Will 


Close His Deck for the Last Time.” Mr. | 


Golding said that the plans for the fu- 
ture die with a man. 
to die very soon and no prospect has 
ever died before so the agent has to 
paint for him the picture of what will 
happen in case of his death, When a 
man dies everyone whom that man owes 
money to brings their bills immediately, 
no matter when the obligation is due. 
Life insurance is the one thing that is 
cash when a man dies. A forced sale of 
real estate or securities many times 
brings less than the real value. Agent 
W. W. Wonser said, “Our success in 
our line of endeavor depends greatly on 
our choice.” 
that were made over 10,000 years or 
more ago; they are born in us and we 
are constantly being and possessed of 
other people’s choices.” We must fol- 
low ones star, have some definite point 
where we expect to arrive and don't let 
other stars distract. Confidence wil! off- 
set fear.” 

The Hintzpeter agency of the Mutual 
Life of New York hold meetings every 
Monday morning to give inspiration and 
pep to the men to start off the 
week. The result gained by the Hintz- 
peter Mutual Life of New York Field 
Club, as the organization is called, has 
been proven by a great volume of busi- 


ness. 


No man expects | 


He says there are choices | 


pendulum the other way. We know that 
the open contract is good; it has proven 
so; let us hold fast.” Then Mr. Mc- 
Knight went on to tell the advantages 
of the lodge system and of the frater- 
nals. 

“That our insurance plans must be 
changed where they still hold to old in- 
adequate rates is imperative. Bad busi- 
ness does not make or help to make 
good fraternalism. Drunken men see 
double and some fraternalists emulate 
them by trying to seek $2 where there is 
only $1. This sort of hocus-pocus has 
no place in our system and should be 
wholly eliminated. 


Hits Group Insurance 


“Whether we have not gone too far in 
establishing the so-called adequate 
rates, as long as we still have the open 
contract is a question which might well 
be considered. Lower rates would prob- 
ably prove to be adequate and the recent 
tremendous swing of the old line com- 
panies to group insurance indicate to me 
that the commercial companies, having 
helped to get us on this high perch as 
to rates, and because they have more 
elastic grants of power than we have, 
are making a bid for those who still 
want cheap insurance which we used to 
furnish. A downward readjustment of 
rates may be advisable or else we too 
must be permitted to again enter the 
cheap insurance field by the door of 
group insurance.” 





Many Outstanding Changes Needed 


Mr. McKnight said that he was con- 
vinced that there must be many out- 
standing changes made in the statute 
laws of many states governing frater- 
nals. He pointed out that there is no 
| question but that the fraternals must be 
free from the statutory limitations which 
hamper them in a great many ways. 
These limitations are really the left- 
| overs of the day when insurance systems 
| of fraternals were unsound. They are 
wholly unnecessary when societies are 
on a sound basis. 

“I do not’ think that the insurance 
ceases to be fraternal when it assumes 
the form of a 20-payment life rather than 
ordinary life. When it does you can 
draw out or borrow the reserves or use 
them to buy extended insurance instead 
of cutting you out cold if you are 12 
hours delinquent in paying your assess- 
ment. I never could see anything fra- 
ternal in depriving a widow of $1,000 be- 
cause the 85 cents which the man ought 
to have paid on it was two days over- 
due. In fact’I think that some of the 
bad odor in which some of our fraternal 
societies have found themselves is due 
to that kind of picayunish management. 


Will Not Hinder Fraternalism 





| “I do not believe that a fraternal in- 
| surance company necessarily becomes 
| less fraternal because nearly all the limi- 
tations as to the designation of bene- 
ficiaries are removed, or that they may 
be given permission to use surplus sens- 
ibly for promotional purposes. Whether 
our risks are selected by medical or non- 
| medical methods is not of transcendent 
importance nor would a decision on this 
| question one way or the other affect our 
| standing as a fraternal system. Many 
| of these changes are being made and will 
continue being made. Nearly all of them 
| are in the line of true progress and while 
they may not be necessary to perpetuate 
the fraternal system, they will probably 
stimulate its growth. Mr. McKnight 





that are behind, I press forward,” and 
“Prove all things; hold fast that which 
is good.” We can arrive at a pretty 
sensible position on almost any question 


by striking a balance between the ideas | 


suggested by those two striking sen- 
tences. 


Great Southern Life 


| the monthly payment of premiums plan. 
The plan will be permitted on all forms 
except term insurance and where the 
monthly premium is for $5 or more. 











Prosperous Detroit 


TS is no other city in the world which offers the same oppor- 
tunity for an energetic life insurance agent as Detroit. Detroit has 
such a diversity of industrial and commercial activity that prosperity 
is CONTINUOUS, not seasonal. 


Detroit people are prosperous and they are happy. They are firm 
believers in life insurance. The Detroit Life Insurance Company owns 
its own Home Office, gives agents every consideration and exceptional 
service, and offers all forms of old line legal reserve standard policies. 
Our agents all are members of the Detroit Life Family. They are 
successful and they are participating in Detroit’s prosperity. Any life 
insurance man, any part time man contemplating affiliation in Detroit, 
is invited to call at the Home Office, 2210 Park Avenue, and make 
satisfactory arrangements. See President M. E. O’Brien, or his assistant, 
Homer Guck. 


DETROIT LIFE INSURANCE CO. 


“The Company of Service" 
HOME OFFICE BUILDING 2210 PARK AVE. 


Life insurance opportunities available. 
Good Contracts—Write Homer Guck, Assistant to the President. 


























TWO WONDERFUL OPPORTUNITIES 
IN CALIFORNIA 
WHERE DREAMS OF SUCCESS IN LIFE UNDERWRITING COME TRUE 
Prominent Western Company is seeking two General Agents 
to establish and develop metropolitan general agencies—one in 
LOS ANGELES and one in SAN FRANCISCO. Only 


men of character and successful records of past experience 
considered. Attractive proposition. 


For Full information address 
W. H. SAVAGE, Vice-President 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL: 








Eureka-Maryland Assurance Co. 


OF BALTIMORE, MD. 


Incerporated Under the Lawe of Maryland, 1882 
WE ISSUE 


Standard Ordinary and Industrial Policies 


4. Cc President Secretary -Treseurer 
3: BARRY MAHOGI Vice-President 

















Exceptional 
Sales 
| Opportunity 


National Life Association 
Home Office: Des Moines, lowa 


their earning ability by fifty percent through the Na- 
tional Life’s popular low-cost policies. This same oppor- 
tunity is open to you through a National Life Contract. 
An Iowa Corporation operating in twenty-five states. Cor- 


J. N. WARFIELD, Jr., 

DR. EDWARD NOVAK, Medical Director 

NUMBER of National Life Salesmen have increased 
respondence invited. 

















ended by quoting “Forgetting the things | 





The Great Southern Life has adopted | 





You Should Not Be Interested 


in reading this unless you have something to sell, buy 
or say to insurance men. You can reach thousands of 
interested men through the use of these columns. 
Without a doubt, you will be agreeably surprised with 
the results ads in the advertising columns will receive. 
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INTERESTING FEATURES 
IN ANNUAL FIGURES 





PHOENIX MUTUAL STATEMENT 





High Points Are Noted in an Analysis 


of the Record for the Last 
Year 





The Phoenix Mutual Life in analyzing 
its operations last year showed $89,454,- 
933 in new business. Of lives insured 
for over $100,000 there were 
669,035. There were 545 business poli- 
for $5,043,552. Substandard poli- 
cies were 1,282 for $6,263,600 or seven 
percent of the total issue. There were 
1,122 declined applications amounting to 
$6,404,550 or 6.5 percent of the total 
amount, 


cies 


Substandard Cases 


Taking up the substandard cases the 
company finds that three-fourths of the 
total are accounted for by the following 
impairments; overweight, 23 percent; 
heart and blood vessels, 16 percent; oc- 


cupation, 17 percent; urinary system, 11 
percent; underweight, 4 percent; diges- 
tive, 4 percent; respiratory, 3 percent. 


An analysis of the rejected cases shows 
that nearly one-fourth were applicants 
presenting some very serious impairment 
of the heart or blood vessels. Seven- 
teen percent of the applications were de- 
clined because of unfavorable informa- 
tion relative to the applicant’s habits, 
character and reputation. Serious cases 
of albuminuria and glycosuria account 
for 8 percent of the rejections. Last 
vear there were 13,405 policies for $31,- 
689,991 insurance issued without medical 
examination. This represents 57 per- 
cent of the total number of policies and 
36 percent of the total amount of insur- 
ance. A company finds that the grade 
of business is fully up to the required 
standard. It finds that 92 percent of the 
non-medical cases were issued standard 
without further information. One per- 
cent was issued after full examination, 
3 percent were issued substandard and 4 
percent were declined. 


Average Policy Increased 


The average policy is increased from 
$3,366 in 1925 to $3,811 in 1926. This 
excludes single premium cases. 
company says that this increase is due in 
a large measure to the increase in non- 
medical limit which is now $5,000 on 
one application, 

In analyzing the claims it finds that 
there were $70,000 double indemnity 


38 for $4,- | 


The | 


SHOULD BE REAL LIFE 
INSURANCE COUNSELLOR 


MANAGER SPAULDING’S ADVICE | 

Specialization in Life 

Offers Greatest Opportunity to 
Man in Insurance Business 





R. E. Spaulding, one of the four 


Underwriting 


| 
| 
| 


|managers for the Mutual Life of New | 


York in Chicago, advises against a man | 


doing a general line of insurance busi- 
ness. He said that a man should spe- 
cialize in life business as it has the 
greatest possibility and 
into the profession he should 
his whole time to it, as there is so much 
to learn. Mr. Spauding said that a man 
can spend 50 years in life 
and not know it all. It has so many in- 
tricate divisions and there is always 
something new coming up. When an 
underwriter goes in to see a prospect he 
should be able to outline a complete pro- 
gram. The agent should be a real life 
insurance counsellor. He should be able 
to impress the prospect of the fact. If 
| the prospect balks, the agent should sug- 
gest some special form, educational, 
partnership, etc. Of course, Mr. Spauld- 
ing added, the agent can write an occa- 
sional fire or automobile policy, but he 
should specialize in life. If a man con- 
scientiously works in life insurance. 
continued Mr. Spaulding, he can build 
up a good business, as the renewals and 
his increased proficiency in underwriting 
will increase his income every year. 








payments, $68,139 payments of income 
under disability and $27,533 premiums 
waived under disability. The total 
amount paid for claims of all kinds was 
$5,463,007. The eight years’ record of 
disability claims shows that the amount 
paid in 1926 was over 50 percent of the 
total of the preceeding seven years. 

The company states that $9,971,599 
was reinstated last vear after the busi- 
| ness had lapsed. Of this amount nearly 
| $6,500,000 was reinstated by agents in 
consultation with the home office. Of 
| nearly 6,000 cases taken up the percen- 
| tage of revivals was 65.91 percent 





An adjuster says that rummage sales 
} are helpful in reducing the list of valu- 
able household personals contained In the 
attic for which claims are made after 
|@ fire—that is, if the claimant remem- 
bers what was contributed to the sale. 








LIFE 


INSURANCE BY STATES 








Business issued in 1926 and amount in force 





December 3/, 1926, in various commonweallths 






































MICHIGAN 
VS 
New 
Business In Force 
Liberty Life, Ill........ 1,353,793 2,814,193 


Monarch Life, Mass.. 
Springfield, Il. 


Old Line, Wis. ..... ° 

Conn. General ...... Ge. 3.7 
Conn, General Ord 2,7 
Columbus Mut cose On 
New England Mut...... 7,6 
Agricultural, Mich...... 3,65 
DEGRGNOG, TR cecoceceve ; 
PeGEeEOe, TOs sccsessccs 3,3 
Nat. L. & A., Tenn..Ord. 785, 
Nat. L. & inn Tenn.Ind. 3,359,2 


Phoenix Mut. 
North American, Ill.... 
Reserve Loan, Ind.. 

Prudential 
Prudential 
Prudential 


“5.533.900 
148,621,740 


“2'97 8650 
. 39,383,062 


NEBRASKA 


New 
Business In Force 
St. Joseph, Mo.......... 425,600 1,513,503 











New 
Business In Force 
Penn Mutual .......s0. 1,256,571 10,2 262,090 
Franklin, Ill, ...ccceess 1,631,203 741,505 
Retiance, PR. .ccccccece 365,425 Sees 008 
Mass. Protective ....... 40,000 113,600 
Minn. Mutual ......e0% 1,089,127 4,168,116 
New England Mut...... 1,846,178 14,108,920 
National L. & A., Tenn 150,67 6 332,295 
Lincoln Lib No sane 2,492,497 10,784,531 
Bus. Men‘s Assurance. 522,728 $93.04 
Conn, General . ° 168,124 158,124 
| 
NEW YORK 
New 
Business In Force 
Equitable, Ia. .... o* 687,529 9.523.647 
Prudential ses . Ord.2 200,584, 511 960, 944.089 
Prudential . ..Gr. 29,318,981 67,752,559 
State Mutual, Mass : 13 945.807 94 390. os 
United States, N. Y. - 1,409,246 7,479,470 
Morris Plan, N. ¥ Ord §,825,800 9,099,150 
Ins. Clerks M. B,., N. Y. 190,323 2, 
Golden Seal, N. Y..... 3,683,260 9,2 
mB & C.. COBRicccece «++ 1,651,000 ‘4 
Ladies Cath. Ben., Pa.. 210,250 
Modern Woodmen, Ill... 3,103,500 
Pol. Nat. Alli, Ill...... 1,081,100 
Pol, Nat. Alli., N. ¥ 408,800 
Maccabees, Mich. ...... $81,000 27, 309, 433 
(CONTINUED ON PAGE 30) 





if a man goes | 
devote | 


insurance | 








n 
ichigan— 


We have some exceedingly good terri- 
tory open for General Agents who de- 
sire to build for themselves a permanent 
and profitable business. 


Sales Resistance Is Broken 


and our Agency Staff increase their sales through the 
use of our “Special Sales Folio” which contains selling 
charts in connection with the following policy contracts. 


1. Non-Medical 6. Female Insurance 
2. Salary Savings 7. Participating — 
3. Monthly Premium 8. Non-Participa 

4. ——— Policies . Sub-Standard 

5. Payor Insurance 10. Health—Accident 


We also have some available territory open in Illinois, 
Indiana, Iowa, Missouri and Ohio. 


“Grow With Us”’ 
_ Abraham Lincoln Life Insurance Company 


(formerly Mutual Life of Illinois) 


Home Office—Springfield, Illinois 


H. B. HILL, President F. M. FEFFER, Vice-President—Agency Director 

















A. O. ELIASON’S General 
Agency renewal income 
alone undoubtedly exceeds 
Piha ro the salary of the President of 
Fresno, Calif. the largest bank in the State 
Eureka, Calif. of Minnesota—mainly 





A. O. ELIASON 


OPENINGS AT 


Wenatchee, Wash. 





Galesburg, II. 
Rockford, IIL 
Vandalia, Ill. 
Quincy, IIL. 
Springfield, IIL 
South Bend, Ind. 
Terre Haute, Ind. 
Burlington, Ia. 
Columbus, Ohio 
Springfield, Ohio 


Grand Junction, Colo. 


Pueblo, Colo. 


Grand Rapids, Mich. 


Amarillo, Texas 
El! Paso, Texas 
Cheyenne, Wyo. 
Charlottesville, 
Roanoke, Va. 


Va. 


because he has stuck eigh- 
teen years as our State Man- 
ager of Minnesota, worked 
hard and succeeded. 


Yes, there is a chance for 
you, too, either in Mr. Elia- 
son’s or the Company’s or- 
ganization if you will write to 


THE 


MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 
Now a $133,000,000 company 
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Tendency to City Loans 


One of the developments in the financial 
side of life insurance companies in the 
last few years has been the trend towards 
loans on city property. Even the so-called 
farm mortgage life insurance companics 
which purchased almost entirely securities 
of this class have turned to city loans 
after their disastrous experience with farm 
mortgages following the war. This does 
not mean that farm mortgage is to be dis- 
criminated against, but it does indicate 
that some companies have made a mistake 
in having all their eggs in one basket. 

Another feature that has contributed 
against the former desirability of the farm 
mortgage as an investment is the competi- 
tion of the federal loan banks which offer 
in some ways greater inducements to farm- 
ers and loan money at lesser rates than 
prevails in the life insurance field. 

The remarkable development in suburban 
communities has attracted the life insur- 
ance companies to them. In many cities 
real estate is very active. The rural 
population is going to the cities. The 
country is being denuded of its numbers. 
In the larger growing cities subdividers 
are very active in laying out new suburban 
tracts. Values have increased greatly. 
Life insurance companies find that there 
is little danger of loss in these city loans 
in favorable locations. 

Many companies have had to take over 
farms under foreclosure and find them- 
selves now confronted with being forced 
to superintend actual farm operations. The 
life companies will work out of this situa- 


tion with credit to themselves and with 
no great loss if any. They have endeav- 
ored to be very liberal with the farmers 
and have preferred at all times to nurse 
the owner along, rather than to take over 
the farm. 

The life insurance companies have seen 
the desirability of having a broader clas- 
sification of loans even if there is not 
a wide field allowed by the state laws. A 
number of companies have been attracted 
to public utility bonds and have found 
them a desirable investment. The laws 
of states differ as to the amount of loans 
value of property. Under 
life company can 
Under the New 
loan up to 60 


on appraised 
the Connecticut laws a 
only loan 50 percent. 
York law companies can 
percent of the appraised value. 
Vice-President J. Brewster, Jr., of 
the AetNA Lire at its recent agency con- 
ference commented on the different forms 
ef investment that company, stating 
that it is extending its loans to improved 
real estate more and more. Its pres- 
ent return on farm mortgages is from 5 
to 614 percent which is not net. It claims 
that its net returns on city property would 


of 


erty 


be about 5% percent. Its public utility 
bonds, the first six months of the year 
vielded 5.2 percent. Mr. Brewster evi- 


dently has a strong leaning toward public 
utility bonds as he feels that a well man- 
aged company furnishing electric light for 
has a growing field before it, 
increased industrial and domes- 


example, 
due to the 
tic demands. 


Getting Into the Other Fellow’s Yard 


Highways Moror UNDERWRITERS, 


a reciprocal concern, 


‘THE 
has been incorpor 


ated under the Missouri laws, with 
headquarters in Lincoln. It was organ- 
ized by A. R. Tatpot, head consul of 
the Movekn WoopMeN or AMeRiIcA. It is 
formed primarily to write automobile 
insurance for policyholders of the Mop- 
ERN WoopMeEN. It was supposed that the 
Mopern WoopmMen or America had its 
time entirely occupied in running its 
own special business. 

This is but an indication of the pe- 
culiar slant some concerns get in their 


business relationships. Let it be under- 
stood that the Mopern WoopMen ot! 
America is thoroughly conversant with 
operating a fraternal insurance enter- 
There are plenty of facilities for 
writing automobile insurance already 

the field. Yet the Mopern WoopMeEN ot 
to sponsor a recip- 


prise. 


AMERICA undertakes 
rocal which is an unincorporated concern -lower price. 


decidedly 
weak. It half- 
baked and inadequate plan of insurance 
coverage. 

Let 
WoopMEN oO} 


and one whose system is 


offers its members a 


Move RN 
to 


shoes 


suggest that the 
AMERICA now 


dry 


us 
undertake 
purchase groceries, goods, 
and in fact all wearing apparel 


should 


for its 


also start a poul- 


bed, 
a schedule 


members. It 
try farm, furniture fac- 
and provide of moving 
theaters in various cities for the 
In all these en- 
terprises if it the 
bile insurance plan it has adopted it will 
able to save its members considerable 
the plan of the Mopern 
AMERICA were carried out, 
any institution not 
with the price it has to pay for various 
commodities should at once organize a 
business to supply that commodity at a 


an Oyster 
tory 
picture 
benefit of its members. 
follows out automo- 
be 
money. If 
W 0oDMEN OF 


business satisfied 


Jacinto Life of Beaumont, Tex., 





at Harrisburg, Pa., died in a hospital of 
that city. Her death followed an oper- 
ation from which she failed to rally. 
The operation was necessitated by a col- 
lapse suffered after constant attendance 
at the bedside of her youngest daughter. 
The little girl had been ill with pneu- 
monia since Mr. and Mrs. Chambers 
returned from the company’s gold medal 
and regional schools at Miami and Cin- 
cinnati. The constant care of the daugh- 
ter at the critical moments of her illness 


proved too much of a strain for Mrs. 
Chambers. Instructor of Agencies L. 
N. Paquin attended the services as a 
representative of the home office and 
field force. 

O. O. Borst, Bankers Life of Iowa at 
Cadillac, Mich., had a serious accident 
and enjoyed a miraculous escape from 
great personal injury. Mr. Borst had 
been working in Manistee and was on 
his way to his home in Cadillac. Near 


he lost control of the car on 
a stretch of icy road. The automobile 
ran from the road, turned over five 
times, broke six of the eight windows, 
and damaged all of the wheels. Mr. 
Borst, however, was able to resume his 
work on the following Monday. 


Reed City 


. Walter M. Leonard of Cleveland 
Py ‘last. week following an operation 
for appendicitis. Dr. Leonard was per- 
haps the best known medical examiner 
in northern Ohio, and at the time of his 


death was examiner for more than 12 
companies. He was extremely popular 
with the underwriters of Cleveland and 


was a constant advocate of a high ethi- 
cal standard for life insurance men. 

On the very day of his death, a gold 
medal was to have been presented to 
Dr. Leonard by the Sons of the Ameri- 
can Revolution, 


' Monday 


ground floor of its home office building 
The company formerly occupied the top 
flood. 


Amer! 


few 


secretary of the 
is spending a 
the officials of 


Claris Adams, 

in Life Convention, 
weeks in Texas visiting 
the companies that are members of th« 
Convention. This is Mr. Adams’ first 
visit to Texas since assuming the office 
of secretary of the Convention 


William R. Harper, general agent to 
the Aetna Life in Philadelphia, is ex 
pected back from Florida about March 
7. Mr. Harper, with Mrs. Harper, has 
been enjoving a vacation at Bellaire, pur 
suing the elusive golf bug, according t 
reports, while his agency staff is piling 
up a record welcome home in the form 
of applications. 

O. D. Richardson, agency supervisor 
of the Berkshire Life in Illinois, 
spent the month of February in Califor 
nia with his wife. 


resident Walton L. Crocker of th« 
John Hancock Mutual Life left Boston 
for a two months’ tour of the 


company's agencies, during which time 


i he will touch at many points south and 


| be accompanied 


on behalf of his distin- | 


guished services during the World War. | 


E. B. Stephenson, president of the Se- 
curity Mutual Life of Nebraska, has 
gone on a two months’ ocean 
Mr. Stephenson has recently completed 
an arduous task connected with the re- 
organization of one of the city’s largest 
banks, and felt the [ 
from business cares. 


J. A. Whitmore, 
the Phoenix Mutual Life, 
at the Boy Scouts’ annual 
Hartford on Washington's 
and talked on “Washington, 


agency manager of 
was the orator 
meeting in 

Birthday, 
the Scout.” 


Mrs. Mercer Cooke Brockenbrough, 

who died at her home in Richmond, Va 
last week following a brief illness, was 
the wife of Austin Brockenbrough, agent 
in that city for the Mutual Life of New 
York, and a sister of P. St. George 
Cooke, secretary of the Life Insurance 
Company of Virginia. She was also a 
sister of Stuart Cooke, another executive 
of the latter company. 
William Montgomery, president of the 
Acacia Mutual Life of Washington, D. 
C., on April 26 will complete a “chird of 
a century’s service with the company. 
He was first secretary and then its presi- 
dent, but all the time has been its man- 
aging officer. The board of directors 
will give him a dinner about that time. 
Mr. Montgomery has been a unique 
builder in the company. The Acacia 
Mutual has developed without capital or 
guarantee fund of any kind. It insures 
only Masons. Its net cost is very low 
and its reserves have been built up sub- 
stantially. 


H. M. Hargrove, president of the San 
who has 
been away from the office for several 
weeks on account of illness, is back on 
the job again. He has not regained all 


cruise. | 


need of a long rest | 


of his old time vigor but has recovered | 


sufficiently to be at his 


desk for a| 


west as far as the Pacific coast. He will 
part of the time by 
Vice-President Elbert H. Brock. The 
John Hancock Mutual recently entered 
Tennessee and a general agent for that 
state will be appointed by President 
Crocker when he reaches that stage of 
his journey. 


Ben C. Hyde, insurance commissioner 
of Missouri, who was stricken with 
apoplexy on February 20 at his farm 
near Grandview, Mo., is reported im- 
proved. Mr. Hyde, a brother of former 
Governor Arthur M. Hyde, president of 
the Sentinel Life, is at St. Luke’s Hos- 
pital, in Kansas City. Although not en- 
tirely out of danger, Mr. Hyde’s physi- 
cian expressed confidence of his re- 
covery. 

The Kansas City Life is starting its 
annual March campaign in honor of 
President J. B. Reynolds, whose birth- 
day falls the last of March. This has 


been a tradition for a number of years. 
The more than 2,500 agents of the Kan- 
sas City Life, operating in most of the 
states of the union, are cooperating to 
make this the biggest month in the 
company’s history. Last year the March 
volume exceeded that for any one 
month since the company was estab- 
lished, the total business for the month 


being over $13,000,000. 


\s a tribute to George Hayden of 
Newark, O., and in recognition of his 
20 years’ service with the Ohio State 
Life as manager, agents of the company 
a few days ago each wrote a policy 
dedicating it to him. Reports received 
by the company indicate that a large 


of insurance written on 


in his honor. 


amount was 


that day 


Jay P. McDermott of Fond du Lac, 
Wis., closed a large group life, accident 
and sickness case which puts him wel 
to the fore in the Travelers procession 
for this year. Mr. McDermott was 
brought up in the insurance business. 
His father had the agency up to the 
time of his death in 1922, 


A. L. Saltzstein of Milwaukee, gen- 
eral agent in Wisconsin and upper 
Michigan for the New England Mutual 
Life, will sail from New York March 12 
with Mrs. Saltzstein and their daugh- 
ter, Miss Florence Saltzstein, for a trip 
around the world. They will be gone 
for five or six months. Miss Saltzstein 
is at present attending Smith college 
and will join her parents abroad. Dur- 
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ing Mr. Saltzstein’s absence, the gen- 
eral agency force and office will be in 
charge of his two sons, Jerome and 
Sidney Saltzstein. More than 50 mem- 
bers of the agency and office forces 
gave a luncheon for Mr. Saltzstein Sat- 
urday. 

sila ti tac datniinl Another Reason 
nected with the Provident Mutual in 
Des Moines, died last week in Long 
Beach, Cal., where he went in 1925 to 
take charge of the Lincoln National 
Life office. Burial was made in Des 
Moines this week. Mr. Dutton was 43 
years old. 


Agency contracts are standardized 
EEE... AO in The Lincoln National Life Insur- 
Davenport, Ia., for the New York Life, ¢ ~ « , 
died last week after a two months’ ill- ance Company. 
ness following an operation the first of 
the year. He was 75 years of age and 
had been engaged in life underwriting 


since 1998. Each Lincoln National Life agent 
} knows that he is being compensated for 
: his work on the same basis as every 
ae ee ee ee other Lincoln National Life field man 
Mt. A. Gudusin Telus Chau of Maw- who is performing the same work. 


ufacturers Life Branch—Hammond 
Returns to Mutual Life 


M.A. Gino, tine Soon supetes This plan of standardized contracts 


branch manager in Chicago for the 


Manufacturers Life of Canada. Mr. which pay definite compensation for 


Goldstein was agency director for the 


company at Portland, Ore. He was a : . - ° 
practicing attorney in Portland until definite results gives Lincoln National 
three years ago when he took up life in- . . . 
comeee, Me wee sn agent tor te Life salesmen added confidence in their 
Aetna Life for two years previous . his C 

connection with the Manufacturers Life. ¢ 4 
Mr. Goldstein has attained a big club ompany. 
membership this year and will attend 
the company’s convention at Bermuda 
March 4. He will spend about eight days . . is Jl 
on the island and expects to get back to ! A like policy of Living every agent 
Chicago to take active charge of his new e e 
office about March 20, although he offi- equal help on his field problems 1S 
cially assumes his position the first of 


the month, pursued in the activity of each Home 


R. D. Hammond, for the past two 


vears Chicago manager of the Manufac- Office department. It sustains the 


turers Life and an old time Mutual Life 


man, has renewed his connectio vit! - ee 
ie Matus bile of Mow You sat t hearty cooperation and strong morale 


now associated with the R. E. Spaulding 
agency in Chicago. of those who 
NEW AGENCY IN MINNEAPOLIS 








LIFE AGENCY CHANGES | 




















Guardian Life Appoints Remole & Re- 


mole as General — Sec- flan — Se ~ 
ond Office (LINK UP WITH THE (’) LINCOLN) 

















The Guardian Life announces the ap- 
pointment of Arthur H. and Norman W. 
Remole as managers of its second gen- 
eral agency to be established in Minne- 
apolis. The new organization will be 
known as Remole & Remole and will 
have its offices in the Baker building. 
Both the Remole brothers have been in Th 
the life insurance business for some e 
years, being widely known in and about 
the Twin Cities as large personal pro- e e e 
ducers. This is the second new general 
agency opened this month by the Guar- Inco n a 10na 1 e 
dian Life in carrying out its plans for 
wider development of its field force and 


for increasing still more the remarkable Ins urance ( om n 
growth of the company in recent years. 


MALM MADE STATE MANAGER 





Bankers Life of Iowa Makes Announce- “Its Name Indicates Its Character’’ 


ment as to Its Disposition of 
North Dakota 


Lincoln Life Bldg. Fort Wayne, Ind. 





Announcement is made by the Bank- 
ers Life of Iowa of the appointment of 


\. P. Malm of Fargo, N. Dak., as agency 
manager for that state. He assumes More Than $460,000,000 in Force 


direction over a territory that has form- 
erly been included under the Helena, 
Mont., agency. 
Mr. Malm has had a long experience —_____ a 
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in salesmanship, beginning in his birth- 
place, Burlington, lowa, and extending 
over a number of years in Denver ana 
Montana. He became a Bankers Life 
salesman under Agency Manager H. H. 
Sauers of Helena and has enjoyed 
marked success. 

Mr. Malm is the third salesman of the 
Sauers’ agency to become an agency 
manager in the past four years. M. H. 
McIntosh went from that agency to be- 
come agency manager at Salt Lake City, 
Arthur Nelson is assuming the position 
of H. 
Charles A. Cohen at Seattle, and Mr. 
Malm will have a part of Mr. Sauers’ 
former territory. 





Harrington & Nieman 


Paul L. Harrington, who has repre- 
sented the Connecticut Mutual as gen- 
eral agent for Nebraska for nearly four 
years, has entered into partnership with 
Chester C. Nieman. The firm name is 
Harrington & Nieman. They have their 
headquarters in the Keeline building. 


Mr. Nieman has had much organization | 


experience and has achieved success as 
an insurance producer. 





John T. Russell 


John T. Russell, general agent for 
the Aetna Life in Worcester county, has 
resigned his territory to the general 
agency of Woodhouse & Jenny at Bos- 
ton. Mr. Russell will continue to rep- 
resent the Aetna Life in Worcester 
but his business will in the future be 
handled through Woodhouse & Jenny. 





Fidelity Muntual Appointments 


Willard J. Kingsbury has been ap- 
pointed manager of the Fidelity Mutual 
Life at Grand Rapids, Mich. George S. 
Haymans is made manager at Savannah, 


Ga., Edwin E. Chewning at Decatur, 
Ill., and Emmet F. Wilson at Rock- 
ford, Ill. William M. Harriman will 


H. Sauers who follows the late | 








| 





become manager at Pittsfield, Mass. 


Patrick J. Grogan is appointed manager | 


at Johnstown, Pa., succeeding Felt & 
Grogan. 





H. E. Sorensen 


Holger E. Sorensen of Omaha, gen- 
eral agent of the Aetna Life, will take 
over the territory south of the Platte 
river in Nebraska now supervised by 
M. L. Palmer & Son of Lincoln. 


F. D. J. Hartman 


The Eureka-Maryland Assurance an- 
nounces that F, D. J. Hartman has been 
appointed general agent at Newark, 

I. 


a. 








F. H. Wight 


The Atlas Life of Tulsa, Okla., has 
opened an office at 605 Chambers build- 
ing, Kansas City, Mo., with F. H. 
Wight as manager. 





John P. Stake 


John P. Stake has been appointed in- 
spector of agencies of the Rocky Moun- 
tain division of the International Life 


with offices at 402 California building, | 


Denver. 


Frank L. Machen 


Frank L. Machen has been appointed 
special agent for the New York Life 
with headquarters in North Little Rock, 
Ark. He will work in the entire state. 





Lewis B. Howard 


Lewis B. Howard has resigned as field 
supervisor of Our Home Life for Vir- 


ginia to become agency supervisor of | 


the Occidental Life of Raleigh, N. C., 
for Virginia and Maryland with Rich- 
mond headquarters. Before connecting 
with Our Home Life, Mr. Howard was 
general agent at Washington, D. C., for 


| the Midland Mutua! of Celumbus, O. He 
Was previously private 
| Washington to Congressman Bascom 
Slemp of Virginia. 





Berkshire Life Appointments 


Robert F. Palmer, Illinois manager of 
the Berkshire Life, announces the ap- 


| cial 
| Life. 


agent at Elgin for the Berkshire 
Mr. King is new in the insurance 


| business, but is an old resident of Elgin. | 
: 3arrett, for many years with the | 
| Minnesota Mutual at Rockford, has been | 


et 





appointed associate special agent in 
| Rockford for the Berkshire Life. 
Miss Esther Bjoland 

Miss Esther Bjoland has been ap- 


| pointed head of the women’s department ! 


of the northwestern Wisconsin agency 
for the Security Mutual Life by R. A. 
Holvenstot, agency manager. Miss 
Bjoland will take over her new duties 
| July 1. She is now superintendent of 
schools of Trempealeau county, Wis., 
which position she has held for the past 
four years. 





H. C. Berger 


Albert E. Mielenz, general agent at 
Milwaukee for the Aetna Life, has an- 
nounced the appointment of Harry C. 
Berger of Wausau, Wis., as field super- 
visor for northern Wisconsin and a por- 
tion of the upper peninsula of Michigan. 

Mr. Berger will make his headquar- 
ters at Wausau, but this will in no way 
affect the status of the resident district 
managers, Deininger & Oppermann, 
who have represented the Aetna Life in 

| the central counties of Wisconsin for 
some years. 





C. H. Doebler and E. P. Raiford 


An agency has been established at 


secretary at | 


pointment of Harvey E. King as a spe- | 


Mutual Life. Charles H. Doebler, Jr., 
and E. Paul Raiford will be in charge. 
| Mr. Raiford was engaged in school work 
in Virginia for several years and has 
been connected with the company on a 
part time basis since 1914. Mr. Doebler 
was formerly superintendent of the W. 
M. Ritter Lumber Company of Mc- 
Clure, Va. 





Clarence C. Sanders 


Cc. Sanders has been ap- 
pointed district manager of the New 
England Mutual Life at Spartanburg, 
S.C. He has been engaged in the bank- 
ing business for the last 20 years at 
Union, S. C., having been ‘cashier of the 
Citizens National Bank for 12 years and 
| president since 1919. 


Clarence 





Life Agency Notes 


Kenneth C. Anderson of Clinton, Ia., 
has been appointed district manager of 
|} the New England Mutual Life. He has 
had four years life insurance experience. 

Fred J. Colburn has been appointed 
'agency manager of the West Coast Life 
tor northern California, with headquar- 
ters at Redding. He has had 15 years 
| experience in life insurance. 


} Frank L. Bennett has been appointed 
district manager of the New England 
Mutual Life at Hagerstown, Md. He is 


j}county commissioner and former post- 
| master. 

Harvey B. Freeman has been  ap- 
pointed agency special of the Grand 
| Rapids branch of the Missouri State Life. 
Mr. Freeman is a native of Michigan. He 
served in the United States army and 
| later graduated from the Western State 
| Normal college in Kalamazoo. 
| G. Burr Casler, who for many years 
| Was connected with the St. Louis agency 
of the Mutual Life of New York and 
| during that time one of the company’s 
| biggest producers, has recently moved to 
| Chicago and now is connected with the 
|R. E. Spauiding agency of the Mutual 
| Life of New Y 
| LaMonte 
|ciated with 
city agency 


York. 

Loucks has 
his father, 
manager in Des Moines for 


become _ asso- 
Elmer Loucks, 


the Merchants Life home office here. La- 
Monte Loucks is a graduate of Iowa 
| State College and has been with the 


| Western Electric Company of Chicago 


Huntington, W. Va., by the Provident | for the past few years. 
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Company which com 


tana, Colorado, Utah and Florida. 
W. H. HINEBAUGH, Pres. 
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If you are seeking a General Agency connection 
bines the advantages of SERVICE TO POLICYHOL \ 
NG and NON-PARTICIPATING POLICIES to the Public 


FIELD MEN; one offering PARTICIPATI ( > ubli 
to its Agents. One in which the circle of mutuality is 


and a FULLY PARTICIPATING CONTRACT 
extended to INCLUDE THE PRODUCER. 


In common with many other paseeeaivey 
ice to policyholders—a clean record, e ide 
offers what is IRRESISTIBLE—a contract providing an OVERWRITING commission adequate to take 
care of the OVERHEAD—one which will enable the General Agent to attract and hold desirable men 
and still operate UPON A PARTICIPATING BASIS. 
General Agency opportunities in Pennsylvania, Nebraska, Kansas, Northern California, Oregon, Mon- 










Ou will, no doubt, be inte 


“THE PRESENTATION” 


The Central Life offers a wide range of policies, including Child’s Educational, Mortgage Coverage, Low 
Cost Preferred Risk and Double Protection Policies. 

SERVICE TO POLICYHOLDERS 
Mortality 1924-1925, 30%. 
Interest earned, 5.8%. 
Ratio assets to liabilities, $1.12. 
While a stock company, its profits to stockholders are limited by its charter. (Present non-participating 
policies provide for dividends after they are paid up—retro-active as to old 

VICE TO AGENCY ORGANIZATIO 
Practical cooperation from the Home Office, through proven methods; a free educational course to agents 
and comprehensive organization plans for General Agent. 
Year's record, 27% increase in paid for business over that of 1925. 


Dividend factors: 


OSE” 


a wide range Of policies and excellent 


W. ROLLA WILSON, 


Vice-President & Agency Director 
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CENTRAL LIFE INSURANCE» 


COMPANY OF ILLINOIS 
CHICAGO 


rested in a contract with a 
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progressive companies, the Central Life offers a salable serv- 





DERS and PROFITS TO 


















dividend factors. It also 






S. B. BRADFORD, Secy. 
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PROPOSE INCREASE IN TAXES 





West Virginia Commission Recommends 
Insurance Company Tax Be Raised 
From 2 to 3 Percent 





All insurance companies are facing a 
possible 1 percent increase in premium 
taxation in West Virginia and some 
company executives believe that the 
companies should begin to give some 
very serious consideration to the situa- 
tion there. Governor Gore appointed a 
commission to consider the tax laws of 
the state. This commission brought in 
a general revised tax law and also rec- 
ommended that the insurance company 
tax should be increased from 2 percent 
of the premiums to 3 percent. The in- 
crease to the companies would amount 
to about $400,000 a year. The bill spe- 
cifically includes dividends on life insur- 
ance which may be applied to reduction 
of the premium paid by the policyholder. 

The bill to increase insurance taxes 
has been brought in separately, intro- 
duced in both the house and in the sen- 
ate by the chairman of the finance com- 


mittee. The West Virginia legislature, | 


now in adjourned session, will meet 


again beginning March 15, to consider | 


this and other bills which were intro- 
duced at the first preliminary session. It 
is believed that the proposed tax legis- 


lation is a serious threat of increased | 


taxes for the companies. It is possible 
that the relationship between the legis- 


lature and the governor may affect the | 


situation as the legislature has not al- 
ways shown the most friendly regard for 
the governor’s recommendations. 
Another bill to be considered by the 
West Virginia legislature would estab- 
lish a separate insurance department, 


divorcing the insurance department from | 


the auditor’s office with which it is con- 
nected. The bill as introduced calls for 


the appointment of an insurance com- | 


missioner who shall have been engaged 
in the business of general insurance for 
at least 10 years preceding his appoint- 
ment. His term of office would be six 
years and his salary $6000 a year. 





ARRANGES NEW YORK OFFICE | 





Victory Life of Chicago Has Opened 
Headquarters and Is Now 
Ready for Business 





The Victory Life of Chicago, a well 
known company owned and managed 
by colored people, specializing on Ne- 
gro risks, which was recently licensed 
in New York, has opened an office in 
New York City, at 2210 7th Avenue. 
J. E. Stamps, agency manager, is in 
charge of the office and will be there 
until it is thoroughly organized. A 
manager later on will be appointed. The 
Victory Life expects to open an office 
in Brooklyn, and later in Rochester and 
Buffalo. It is arranging with agents 
of other companies to handle their Ne- 
gro business. The Victory Life has de- 
cided not to continue its industrial de- 
partment giving all its attention to or- 
dinary. 





Accessions to the Staff 


Woodward, Fondiller & Ryan, con- 
sulting actuaries of New York, an- 
nounce the accession to their staff of as- 
sociate actuaries of M. R. Hollenberg 
and Kenneth B. Piper. Mr. Hollenberg, 
who is a fellow of the Actuarial Society 
of America, has been connected with the 
Guardian Life, while Mr. Kennedy, an 
associate of the Actuarial Society of 
America, was formerly with the Metro- 
politan Life. Outside the usual scope 
of actuarial practice the Woodward, 
Fondiller & Ryan office has done a lot 
of reorganization work in connection 
with office systems for insurance com- 
panies. 


| BOOKSTAVER GAVE A LUNCH 





Travelers’ General Agent in New York 
City Gathered His Forces to Hear 
Distinguished Guests 





| NEW YORK, March 3.—Joseph D. 
Bookstaver, general agent of the Travel- 
lers, entertained at one of the largest 
| and most distinguished luncheons of the 
|} season with more than 200 friends and 
|members of the agency as his guests. 
,; Among other prominent figures at the 

speakers’ table were the Rey. Dr. Book- 

staver, Chian Weizmann, prominent 
| leader in the Zionist movement, George 

A. Martin, “the Secretary Kellogg of 
the Travelers’ agency organization be- 
|} tween New York and Hartford,” George 
W. Johnston and William R. Collins, 
“the President Coolidge of the New 
| York Life Underwriters’ Association,” 
|}and member of the Johnston & Collins 
general agency of the Travelers. 
| While he said he could not give exact 
| figures, Mr. Martin announced that the 
volume of business written and paid for 
| by the Bookstaver agency in the first 
45 days of the year surpassed that for 
j}any previous year. There was an old 
political saying that as Maine goes, so 
the country goes, he said, adding that 
jin business matters the Travelers had 
|}amended the saying to read, “As Book- 
staver goes, so the country goes.” The 
year 1927 should be a record-breaker 
for all, he concluded. 

The principal speakers at the luncheon 
|were Mr. Johnston and Mr. Weizmann. 
| Mr. Johnston, author of many excellent 

insurance articles that have been widely 

read throughout the country, made a 
|plea for a larger tolerance in national 
| life, particularly in business, saying that 
the common good can be forwarded 
alike by Jew and Gentile, Protestant and 
| Catholic, all of whom have great and 
individual contributions to make. Mr. 
| Weizmann told of the remarkable work 
that has been accomplished since the 
| war in building up Palestine as a na- 
| tional home for the Jewish people. 





Buffalo Advertising Campaign 


Twenty-eight life underwriters of 
Buffalo, N. Y., are cooperating in a 
double-spread advertising campaign car- 
| ried on in the “B. A. C. Backer,” official 
| publication of the Buffalo Athletic 
| Club. This medium reaches the cream 
of insurance prospects, and already sev- 
eral general agents said they have se- 
cured results from the copy. It depicts 
life insurance as the giant of protection 
and carries these words in large type 
across the two pages. The copy is con- 
cise and effective. 





Gravengaard Addresses Managers 


H. P. Gravengaard, manager of the 
Columbus agency of the Aetna Life, ad- 
dressed the Managers Association at its 
meeting in Columbus a few days ago. 
He told the managers that although 
the life insurance salesman of the future 
may not be a superman, he will have 
to keep everlastingly at the develop- 
ment of the physical and mental sides 
if he is to survive the fierce competi- 
tion. If the life insurance man does 
not keep fit, he said, he will have to pay 
the penalty. 





Addresses Business Men’s Club 


Joseph F. Nash, former president and 
now a director of the Buffalo Life Un- 
derwriters, addressed the American 
Business Men’s Club recently here, on 
“Life Insurance—What It Is and What 
It Does,” using a blackboard to illus- 
trate his talk. He made a sketch of 
an office building valued at $100,000 
based on a net yield of $5,000 a year, 
changing this graphically by a few deft 
strokes of the crayon into a man. He 
asked the questions “Would you let 
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NATIONAL LIFE INSURANCE COMPANY 
OF THE UNITED STATES OF AMERICA 
AM JOHNSON CxammanortatQosee CHICAGO 
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Does Your 
Novelty Advertising 
Reflect the character of your 
Agency? 
When you give Wallets—give Wallets 
you can be proud of—Kaufmann Wallets 


AUFMANN’S Systeman 

Security Holder is an 
honest to goodness good will 
builder. It typifies to your 
clients the brand of service 
you render—your appreciation 
of their patronage—and often 
it helps deliver those extra 
policies. 
It is the best leather container 
on the market designed to pro- 
vide a place for insurance policies, 
bonds, and other valuable papers. 
A standard sise at $2.25 and « 


large sise at $3.15. Get the quan- 
tity rates now. 


E. LL. KAUFMANN 
Room 700, Austin Bldg. 
Chicago, IL 


111 W. Jackson Blvd. 
—-—————) 9 6 + + + + a + 


Telephone Wabash 3933 

















THEIR OPPORTUNITIES— 


are the Company’s Opportunities 


The more business realized by agents from their opportunities, the larger 
the company’s profits. No, this basic fact is hardly “news’”—but company 
executives are always on the look-out for means to prove it. That's why 


thany find 
ZELL’S 
VALUABLE PAPERS WALLET 


a most effective help to link up good will between agents and insured. Com- 
panies equipping their agents with this handsome and useful novelty, do them 
a favor. 


A very real service is rendered—at little or no cost to the company. 


This is made possible by the adoption of any one of our special plans, now 


Their 


success is 


widely used and endorsed by many leading companies. 
certified by hundreds of unsolicited testimonials. 






Write for these plans 
and for free samples— 


NOW! 








This attractive gift is 
embossed to give 
Spanish Mission effect. 


Let your 
It will outlast leather 


agents begin 
“mopping up” at once, 


A perpetual “ad for agent His 

. ‘ 9?” 
with these “high-test name prominently displayed on in- 
side cover. Must be seen each time 


° ' 
ducers! 
business produce wallet is opened 


Division of DAVID H. ZELL, Inc. 


536 Broadway 
Insurance Supplies : 


New York City, N. Y. 

























COMPLETE COVERAGE 
FROM A SINGLE SOURCE 
Life 


Health Accident 
Life Policies—Disability Policies—Accident 
Policies 

Sub-Standard Standard Super-Standard 


One Correspondent 
7H & A and Auto Injury Forms 





One Contract 
Group Protection 


One Company 
40 Popular Life Forms 
WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michi- 
gan, Pennsylvania, West Virginia, Texas, Oklahoma, California, Illinois. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 





—— 





















COLOR 


NOW OPEN 





THE NATIONAL UNDERWRITER 


you $5,000 a 
crowded streets 


netting 
year, walk about our 
| uninsured?” 

“Is the $100,000 building yielding 


| $5,000 net each year, less subject to de- 


| your building, 


struction than a man earning $5,000 a 





March 4, 1927 


year? Is there any economic difference 
in the income they each earn?” 

Mr. Nash’s address was a part of the 
association’s program of having repre- 
sentatives of the association address 
groups of the city on life insurance. 





IN THE MISSISSIPPI VALLEY 





TWIN CITY INSTITUTE PLAN 





Simultaneous Sessions to Be Held in 
St. Paul and Minneapolis— 
Notable Speakers Secured 
| eet 

ST. PAUL, March 3.—A big two- 


ring life insurance institute is being ar- 
ranged for in St. Paul and Minneapo- 
lis on March 25-26. Four of the five 
lecturers have already been engaged and 
other details of the meetings are being 
completed this week. 
will be held mornings and 
aiternoons of both days simultaneously 


Sessions 





in St. Paul and Minneapolis. In St. 
Paul the meetings will be at the St. 
Paul hotel and in Minneapolis at the 
Nicollet hotel. The five lecturers will 
work back and forth between the two 
institutes, which are being staged by 
te YY. M. CA. 

The four lecturers signed up are Dr. 
S. S. Huebner of the University of 


Pennsylvania; Dr. John A. Stevenson, 
vice-president Equitable Life of N. Y.; 
| 1. C. MeNamara, New York manager 
| Guardian Life, and Joseph J. Devney of 
Cleveland. 


Life insurance men of Minnesota, 
| Wisconsin, North and South Dakota 
jare expected to attend. 


| COWAN HOLDS ANNUAL RALLY 


Northwestern Mutual Life General 
Agent at Aurora, IIl., Called in 
His Leading Producers 


James M. Cowan of Aurora, IIL, gen- 
eral agent of the Northwestern Mutual 
| Life, held his annual agency roundup 
|at the Palmer House in Chicago Thurs- 
| day. Following a luncheon, Walter K. 
| Greenebaum gave a talk on “As a Man 
| Thinketh.” Charles H. Parsons, super- 
| intendent of agents, and M. H. O. Wil- 
liams, assistant superintendent of agen- 
were in charge of the business 
meeting which lasted all the afternoon. 
Following the dinner Vice-President M. 
J. Cleary spoke on “Developments in 
1926." Mr. Parsons spoke on the “Chal- 
lenge of Life Insurance Salesmanship” 
and Mr. Williams, assistant superintend- 
ent of agencies, gave a talk on “Punch.” 
| The Aurora general agency wrote last 
| vear $8,342,100, with paid for $7,762,200. 
| The agency stood fourth in per capita 
| 


cies, 





with the company. Mr. Cowan presided 
at the banquet. 


DO 


ROCKFORD LIFE INSURANCE COMPANY 


WRITE TO 
Francis L. Brown, Secretary 


ROCKFORD, 


ILLINOIS 


| 





RAILROAD MAN IN ADDRESS 


Lincoln National Life Agents in Minne- 
sota, Wisconsin and North Dakota 
Held Sectional Meeting 


Edward Flynn, assistant to the vice 
president of the Great Northern Rail- 
road, lauded the service of the life insur- 
ance man in an address before the 
Lincoln National Life representatives at 
their sectional meeting in Minneapolis. 
He was the principal speaker for the 
banquet which was presided over by 
Vice-President and Manager of Agencies 
Walter T. Shepard. 


More than 100 agents attended the 
three day meeting. They represented 
Minnesota, North Dakota and Wiscon 
sin 


Arrangements were in charge of T. D 
Hughes and W. W. Scott, heads of the 
Hughes & Scott agency of Minneapolis. 


This agency produced the largest vol 
ume of business of any Lincoln Life 
agency in 1926. Two members of the 


agency were given emblems in recogni- 
tion of paid for $100,000 of business in 


the last four months of 1926. The 
agents so honored were E. M. Bennes, 
Minnesota, and W. J. Webster of Wis- 
consin. 

The educational program was _ in 
charge of A. L. Dern, superintendent of 
agencies. Other home office officials 
who had part on the program were 
Medical Director W. E. Thornton, As 


sistant Superintendent of Agencies V. 
J. Harrold, and Chief Accountant M. D 
Johnson. 


Mutual Benefit Agencies Meet 


The Springfield and Peoria, IIL, agen 
cies of the Mutual Benefit Life held a 
meeting last week in Springfield. It is 
expected that a second sales conference 
will be held in Peoria in the near future 
The speakers included Fred W. Potter, 
former superintendent of Illinois 
now connected with the Mutual Benefit; 


and 


G. W. Greer, of the Peoria agency; W. 
S. Cochrane, general agent in Peoria 
W. L. Mee and J. R. Seeley, both of 
Peoria. 
Agency Supervisors’ Record 

Charles T. Moon and A. C. Loeb. 
agency supervisors at Chicago for the 
Connecticut Mutual, have been doing 
commendable work. Mr. Moon started 
two agents in February; one has pro- 
duced $150,000 already. Loeb got one 


man in who produced $40,000 in the first 
two weeks for the company. Lewis ] 
Fohr, general agent, said that he expects 
these two men to be responsible for at 
least $1,000,000 worth of production this 
year. 


Howes Made Associate Manager 





Byron C, Howes, one of the agents of 
the Union Central Life in Chicago, has 
been appointed associate general agent 
by Darby A. Day, the general agent 
Mr. Howes has had a fine life insurance 
experience. He started with the Union 
Mutual Life and at one time was its 
manager in Chicago. He returned to 
personal production and has kept in that 
field until Mr. Day has called him to 
side the chief lieutenant. 


ae 
nis 


as 


Open Union Labor Agency 


The Union Labor Insurance Agency 
opened offices this week on the ground 
floor of the Planters building, St. 
Louis. The agency is headed by off- 
cers of the American Federation of La- 
bor and international officers of labor 
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It was organized for the bene- 
ot union labor. It will carry on a 
insurance agency business ’ 
Missouri and southern Illinois 
It will act as direct agent for the 
nion Cooperative Insurance Associa- 
tion, which writes group and life insur- 


by union 


mONns 


veneral 






"Anlce his company is owned 

labor organizations. Among those in 
terested in the Union Labor Insurance 
\gency are O. FE. Jennings, Brotherhood 


Electrical Workers: Ge« rge R. Pat- 
erson, secretary and treasurer Missouri 
State Federation of Lab rr: B.S. Reid, 
epresentative national Brother 
wd of Electrical Workers: Gus M 
\rendes and Harry H. Butler 


To Give Sales Instruction 

Life will hold its next 
instruction for its Chi 
cago March 7 and 
continuing for two weeks. H. J. Ross 
man, who will conduct the school, 
he will treat on the principles of lite in 


The Equitabl 
sales 


agencies beginning 


eTiecs of 


savs 


surance and of salesmanship Phe 
school is for the new men and will meet 
in the morning, leaving afternoons for 


-oliciting business. 


State Pension Plan 


Representative Soderstrom of Strea 
has introduced House Bill No. 48 
he Hlinois legislature providing for 
the formation and disbursement of a 
pension fund for aged persons. It pre 
vides for a half of one mill tax on the 
valuation to create this f 

labor is to be the 


n the 


issessed 
Che department of 


administering body for use of the Old 
\ge Pension Commission Che mem- 
bers of the Industrial Commission by 


virtue of their office shall become the 
Old Age Pension Commission This is 
to be the distributing body with the aid 


f the respective county pension agents. 
It will be seen that this is a state fund 
measure, It is in the 
iary committee. 


Organize Des Moines Managers 


hands of the judi 


\ special meeting of general agents 
ind managers in Des Moines was called 
Saturday by Joseph T. Peterson, general 
izent for the Berkshire Life and presi 
dent of the Des Moines Life Underwrit 
ers Association, to discuss plans for or- 
vanizing a general agents’ and mana- 
gers’ division of the local association. 
Organization plans were not worked 
mut at Saturday's meeting. But the 
gents generally agreed that such a 
group can accomplish many things and 
voted to hold another meeting in March 


Agent Gets Damages 


Arnot L. Ellsworth of Rockford, Ill. 
ormer agent of the Peoples Life of Chi- 
ago, was awarded $4,000 damages in a 
suit for malicious prosecution brought 
icainst the company. In 1925 Mr. Ells- 
arrested and charged with 





vorth was 


‘the section of the 


LIF] 


embezzlement of funds he collected as 
an agent He was indicted but found 
not guilty by a circuit court jury. Fol 
lowing this he filed suit for $15,000 dam 


ages Seymour Stedman of Chicago, 
president of the company, took part in 
the proceedn gs and made a motion for 


a new trial. 


Iowa Life Insurance Bills 
Under the provisions of a bill 


. . . 
duced in the lowa senate investment 


tunds ot Iowa life companies would he 
considerably broadened, permitting them 
to mvest in Canadian securities, railroad 


and public utility make 
both city and farm property in 
vadition to their present loans \ se 
nd bill introduced in the senate 
permit compames to 
out medical examination, subject to the 


proval of the 


bonds, collateral 


loans on 


1 
issue polhcies wit 


msurance commissioner 


Open Life 


Crawtord & Co. of ( 
general insurance 
as established a life insurance depart 
ment under the management of Fred 

W. Stevens 
Mr. Stevens has had 35 vears’ exp 
rience in the life insurance field, start 


ing with the old Provident Savings Life 


Department 
R. N 


prominent 


Cane 


agency 


otf New York in char rc Of Its Inspection 
department Later he went with Al 
ired M. Best & Co. as manager of the 


western department at Chicago, conti 
uing in this connection for six 
During this period he was appointed to 
investigate life insurance company pri 
Cook Rufus M 
who was then Illinois insurance 
time he has 


conipanics, sp 


years 


motions mn county by 
Potts, 
commissionet 
represented 

cializing in the program of litc 
ance estates, corporation and 
FY 


Since that 

1 ue 
several 1i¢ 
insur 
irtnetr 
ship 


e msurance problems 


Wisconsin Bills Introduced 


Among the bills sent through by the 
Wisconsin printing during the 
week affecting life insurance is one re 
lating to reciprocal taxation Under it, 
] state law would be 
repealed which provides for foreign in- 
paving taxes, hi 
censes, or fees only in the amount that 
Wisconsin insurance corporations have 
to pay in where the foreign m 
surance corporations are organized 

Other bills presented to the 
legislature of interest to life insurance 
men include one to regulate mutual and 
stock life companies issuing participat 
ing policies and requires companies 
seeking admission to keep each class 
business distinct and separate as 
funds: another relating to mutualiza- 
tion in the articles of incorporation ot 
domestic stock life companies, and one 
relating to the investments of domesti 
life companies 


othce 


surance corp rations 


states 


state 


‘ 
‘ 
to 








IN THE SOUTH AND SOUTHWEST 








COMPANY HELD RESPONSIBLE 


Commission Luning Holds _ Insurers ' 


Must Answer for Acts of People 
Representing Them 


TALLAHASSEE, FLA... March 
1. ©. Luning, treasurer and insur 
nce commissioner, has ruled that insur 
nee companies operating in Florida ar« 


state 


esponsible for the acts of persons rej] 


esenting them, regardless of whether 
such persons are regularly appointed and 
ensed agents of the compames \ 


ing was made in response to a ques 
ion from a_ Florida 
vhether a broker, not licensed as an 
gent. who collects a premium and fails 

turn it over to the agency, is a broker 
ft the assured or of the agency. Mr 
luning thinks that the fact that such 
person is recognized by an agent of 
ympany as a medium for procur- 


ng and delivering the policy, binds the 


agency as to 


the 


company to protect the rights of the as 
sured regardless of whether the company 
has ce mphed with the law requiring 


all agents to be licensed 


TEXAS BEING ORGANIZED 


West Coast Life of San Francisco 
Makes Appointments in Various 
Sections of the State 


J ] ec rormer local age! a 
Rice, Tex., who was appointed agency 
manager of the West Life for 
northwest Texas, has completed the 
transfer of his agency and has estab 
lished himself at his new headquarters 
at Lubbock, Tex He has set $1,000, 
000 of new business out of northwest 
Texas for his first year Thomas G 
Patterson has been made district man- 
f company at McAllen, Tex.. 
considerable life insurance 
comprises the 


Bell, 


( oast 


ager ot the 
He has had 
experience. His agency 
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THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 








_ 








HE Southern States Life, organ- 
ized in 1906, has an enviable 
record—21 years of honorable and 
successful relations with agent 
and policyholder. 


During this time the company has 
been cultivating and serving well 
its field—Dixie. 


Today there is opportunity in 
Dixie—the South is awaking in- 
dustrially. To men who are un- 
attached and to new men the 
Southern States has an attractive 
proposition. 











Edw. S. Chadwick 
VICE-PRESIDENT AND MANAGER OF AGENCIES 




















Central States Life 


ARKANSAS 
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KANSAS 
MINNESOTA 


Insurance Company 


ST. LOUIS, MO. 


Agency Openings in 
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NEW MEXICO 
OKLAHOMA 
SOUTH DAKOTA 
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UTAH 
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All Ages up to 05 
Participating and Non-Participating 
Standard and Sub-Standard 
Disability and Double Indemnity 


Assets: $10,000,000 
INSURANCE IN Force: $90,000,000 
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counties in that portion of south Texas 
known as the Magic Valley. John Paul 
Newman of Lubbock, Tex., has been 
appointed district manager of the West 
Coast Life there. 

W. G. Luedecke, formerly president 
of the Merchants’ National Bank of 
Manor, Tex., has become agency man- 
ager of the Capitol Agency of the West 
Coast Life at Austin, Tex. 


Texas Companies’ Figures 


Life companies domiciled in Texas 
have more than a billion dollars in life 
insurance in force, according to annual 
statements just taublated. There are 18 
home companies in Texas and with the 
exception of one, all showed a healthy 
increase in business written in 1926 over 
1925. 

The total assets of the Texas life com- 
panies at the close of business Dec. 31 
were $100,000,000. The capital and sur- 
plus passed the $15,000,000 mark. The 
reserve and other liabilities of the Texas 
companies amounted to more than $86,- 
000,000. 

Texas is third among the states of the 
Union in number of home life insurance 
companies, and the amount of insurance 
in force with these companies ranks well 
up toward the top of the column. 





Carlton With Great Southern 


O. S. Carlton, Jr., has been appointed 
a representative of the Great Southern 
Life working out of the Houston, Tex., 
office. He is a brother of Alva Carl- 
ton, also associated with the Great 
Southern in Houston and a son of the 
former president of the company. 


Becomes Policyholders Acme Life 


The name of the Policyholders Union 
Life of Little Rock, Ark., recently in- 
corporated, has been changed to Policy- 
holders Acme Life. 


Guardian Managers Meet 


Southern managers of the Guardian 
Life of New York held a conference at 
Gulfport, Miss., last week with 20 mem- 
bers present. T. Louis Hansen, vice- 
president from the home office in New 
York, presided. Other officials present 
were James A. McLain, inspector of 
agencies, and R. N. R. Bardwell of At- 
lanta, supervisor of agencies for the 
southeastern territory. 


Lincoln National Dallas Meeting 


The annual agency meeting of Lincoln 
National Life agents of Texas, Okla- 
homa and New Mexico will be held in 
Dallas March 17-19. O. D. Douglas is 
Texas state manager for the Lincoln 
National, with headquarters at San An- 
tonio. It is expected 200 agents will at- 
tend the conferences. Several home 
office officials will attend the meetings. 


Opens Augusta Agency 


_ The gage: Standard Life of 
Gre ensboro, N. has opened a branch 
office in the eal Building, Augusta. 
Loren B. Williamson will be in charge. 
This company will also place leans on 
real estate through the Augusta offices. 





Increase Non-Medical Limits 


In North Carolina house bill 188 in- 
creasing the amount of insurance which 
may be written on a non-medical basis 
from $2,000 to $5,000 has been approved 


by the governor. 


Houston School Ends 


The course in life insurance at the 
Houston, Tex., Y. M. C. A. came to a 
close last week with 33 men graduating. 
The course was given by the _ | 
A. educational department in coopera- 
tion with the Houston Life Underwrit- 
ers Association. It was voted to rec- 
ommend to the L ife Underwriters Asso- 
ciation that provision be made for a 
continuation of monthly meetings at the 

A. until next fall, when a 
more intensive course will be put on 
for the winter months 





American Provident to Increase Capital | 


| $100 par value. 


Recommendations will be made by | 


the directors of the American Provident 
Life of Houston, organized by Cravens, 
Dargan & Co. of that city, to the stock- 
holders at the annual meeting March 8 


that the capital of the company be in- | 


creased to a minimum of $150,000, the 
additional stock to be placed on the 
same basis as the present stock of the 
company, which was $200 per share of 


It is expected that the 
stockholders will authorize an increase 
of the capital from its present amount of 
$100,000 to $200,000. 


Hold Tri-State Convention 
The Life & Casualty of Nashville will | 
hold a tri-state convention at Gulfport, 
Miss., March 10-11. A tour of the Gulf 
coast will be one of the features of the | 
entertainment. 
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EDEN NOW AGENCY DIRECTOR 


Has Taken Charge of Colorado and 
Eastern Wyoming for the West 
Coast Life 


E. L. Eden has been appointed agency 
director of the West Coast Life in 
charge of Colorado and eastern Wyom- 
ing. He has been associated with the 
company for the last 18 months as 
agency organizer in both Oregon and 
Colorado. During the last six months 
of the year he paid for $175,000 new 
business in addition to building an 
agency that paid for $350,000. Before 
going with the West Coast Life Mr. 
Eden was district manager for one of 
the eastern companies in southern Colo- 
rado, where he built an agency that pro- 
duced $2,000,000. He is a graduate of 
the University of Colorado. 


Working in Salt Lake City 


The Inter-Mountain Life of Salt Lake 
announces that Charles J. Cotterell has 
been appointed special supervisor to 
handle the selling campaign in the busi- 
ness section of Salt Lake. J. A. Ed- 
wards is now devoting most of his time 





to supervising the Salt Lake City or- | 


ganization. He has had considerable 


experience in field work, dealing mostly | 


with people in the agricultural districts. 
The company is ziving special attention 
to perfecting its Salt Lake City agency 
organization. 

Douglas Brammer, formerly connected 
with the high schools in Salt Lake as 
instructor in mathematics, has joined 
the city agency of the Inter-Mountain. 


Taylor on Coast Trip 


Hillsman Taylor, vice-president of the 
Missouri State Life, left St. Louis last 
week for a tour of the Pacific Coast 
agencies of the sopente. He plans to 

visit Los Angeles, San Francisco, Port- 
land. Ore., Seattle, Spokane and Minne- 
apolis, Minn., before returning to St. 
Louis about March 10. 


Wilder Takes Denver Office 


J. S. Wilder has been appointed 
agency organizer of the West Coast 
Life in charge of the Denver ciiy 
agency. He has had more than six 
years’ experience in insurance in Ne- 
braska and Colorado. The Denver 
branch office of the West Coast Life at 
312 Insurance building will handle 
Colorado and eastern Wyoming. 








Vetees Incontestable Bill 


The governor of Wyoming has vetoed 
the amended standard _ incontestable 
clause bill passed by the legislature of 
that state recently. The governor re- 
fused to sign the measure on the ad- 
vice of the attorney general, who held 
that the amendment did not conform to 
the constitutional provisions for amend- 
ing a Wyoming statute. The gover- 
nor’s veto killed all chances of getting 
a new incontestable clause through at 
this session, as the legislature had ad- 
journed. 


Culp Takes Eastern Oregon 


Lester S. Culp has been appointed 
agency organizer for the West Coast 
Life in eastern Oregon. He has been 
district manager at La Grande. He has 


a good record as a personal producer. 





CHARTERS TO BE AMENDED 


Conferences Are Held With the Califor- 
nia Department Over Writing Per- 
manent and Total Disability 
SAN FRANCISCO, March 2.—Con- 
ferences between officers of life com- 
panies with the California insurance 
department over the question of writing 
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| ADVICE TO SUPERINTENDENTS 


J. J. O’Leary of Chicago Outlines 
Duties and Methods of Handling 
Assistants and Agents 


“Organize, supervise, and deputize” are 
the three main duties of a district super- 
intendent, according to Superintendent 
J. J. O'Leary of the Chicago division of 
the Western & Southern Life. “Get high 
ecalibered men who come well recom- 
mended,” advised Mr. O'Leary. “In se- 
lecting men tell them what you expect 
of them and tell them the possibilities of 
the life game, be sure that the applicant 


| understands the duties of an agent.” Mr. 
| O'Leary says that he looks up all of the 


permanent and total disability by com- | 
panies not licensed to write accident and | 


health insurance has resulted in a de- 
cision by 
their charters and to qualify for such 
business under the California laws. It 
was recently ruled by the department 
that companies whose charters did not 
provide for the transaction of accident 
and health insurance were not comply- 
ing with the law when including the 
disability indemnity features. 


Lester Takes Portland Post 


Will J. Lester has been appointed 
agency supervisor of the West Coast 
Life for Portland. He became associ- 
ated with the company in 1922, and 
after two years’ work in the field estab- 


those companies to amend | 


lished a good record as a personal pro- | 


ducer. He was formerly deputy insur- 
ance commissioner in Oregon. 


Will Organize Wyoming 
The West Coast Life is taking steps 
to organize Wyoming. Agency Direc- 
tor E. L. Eden of Denver will shortly 
announce the appointment of an agency 
organizer for eastern Wyoming, with 
headquarters at Casper. 


Propose 5 Percent Tax 


House bill 105 introduced into the 
Wyoming legislature provides for a tax 
of 5 percent a year upon gross premiums 
on insurance purchased by persons lo- 
cated in the state. It also provides for 
an examination of companies relative to 
such tax. 


More Power for Utah Commissioner 


A bill has been introduced in the Utah 
legislature that seeks to make the powers 
of the insurance 
definite and to generally strengthen his 
position. Its effect will, if it becomes 


| references personally. 


When deputizing 
aman as an assistant, pick him because 
he will make a good superintendent, a 
good director of agencies, or a good 
president of the company. “There is no 
question,” according to Mr. O’Leary, “but 
that straight canvass builds up busi- 
ness.” He assists his men on Thursday 
and Friday in helping them canvass. He 
has a certain definite number of families 
which must be secured every week as 
prospects. “A superintendent must show 
his men how to do it and he must be 
familiar with what each man can do 
and what condition his business is in.” 
Mr. O’Leary does not believe in pledges. 
“Actual results are what I want.” If an 
agent fails on a good prospect, then an 
experienced agent is sent. If he is not 
successful, an assistant superintendent 
tries, and finally Mr. O’Leary goes if 
necessary. “Keep the interest up on the 
part of the agents and assistant superin- 
tendents and cancellations and lapses 
will be eliminated.” 





Eureka-Maryland News 


The Eureka-Maryland Assurance makes 
the following announcements: 

Prof. Guiseppe Pavese, world’s cham- 
pion fencer, has been appointed an as- 
sistant superintendent of the Eureka- 
Maryland Assurance. 

D. S. Chesley has been promoted from 
the assistant superintendency at Wash- 
ington to the superintendency at Fred- 
erick, Md. Superintendent Fletcher, for- 
merly of Frederick, has been placed in 


| charge of Hagerstown, Md. 


law, to give the commissioner more | 


power in the matter of examination of 
applicants for an insurance license. 


Kingsley on the Coast 


President Darwin P. Kingsley of the 


Agent McKenna has been promoted to 
an assistant superintendency at Phila- 
delphia. 

James Deakin, Eureka-Maryland agent 
at Middletown, has just finished 20 years 
of service. Wm. H. Melhorn, ‘agent at 
York, Pa., has completed 15 years of 
service. 

A recent industrial campaign held for 
the duration of a week, yielded splendid 
results. Twenty-four men produced $5 
or over. The northern division under the 
leadership of Superintendent C. S. Day 
and the southern division under Superin- 
tendent T. J. Mohan contended for the 
honors as usual. The former, however, 
won. This campaign eclipsed a similar 


* lone of last year by 324 applications for 
commissioner more 


a total of $30.08. 





Public Savings Contest 


A very successful contest was staged 
by the forces of the Public Savings of 


| Indianapolis when the company’s entire 


New York Life is in Los Angeles and | 


is expected to arrive in San Francisco 
to be one of the principal speakers at 
the life insurance sales congress in San 
Francisco March 18. 





Manufacturers Life Licensed 


The Manufacturers Life of Toronto 
has been admitted to California with 
A. A. Johnson of San Francisco as gen- 
eral agent. 


Commissions Reduced 


The Prudential announces that begin- 
ning with April 1, it will pay 40 percent 
of the first vear premium on its modi- 
fied life policy and 40 percent of the 
excess of the premium in the sixth pol- 
icv year over what the premium was in 
each of the first five vears. The com- 
pany hitherto has paid 50 percent. 


field was divided into two camps—the 
Washington group and the Lincoln 
group, generaled by Tom Jenkins and 
Jack Taylor respectively. It was a joint 
production effort for both industrial and 
ordinary and the rivalry was keen. 
When the captured applications were 
counted at the home office it was found 


| that the Washington group was a de- 


| ecisive victor. 


A beautiful silk United 
States flag was presented the winning 
group by the company and this flag is 
being contested for by the individual dis- 
tricts this week. 


Metropolitan Officials at Baltimore 


At the recent convention of field rep- 
resentatives of the Metropolitan Life in 
Baltimore the following were present 
from the home office: Dr. Lee A. Frankel, 
second vice-president: A. F. C. Fiske, 
third vice-president; Dr. George L. Me- 


| gargee, assistant medical director; A. W. 


Drethewey, superintendent of agencies: 
T. J. Miller, agency supervisor; A. W. 
Winterling, agency supervisor; Frank J. 
Henneman, group supervisor: Helen C. 
La Malle, superintendent of nursing, and 
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Monica Moore, field supervisor of nurs- 
ing. 

Vice-President Fiske gave a splendid 
talk, outlining especially the 
work of the Metropolitan. 
told of the great strides of the medical 
department. Miss LaMalle gave a prac- 
tical demonstration of just what a Met- 
ropolitan nurse does when she goes into 
a home. Dr. Frank J. Goodnow, presi- 
dent of the Johns Hopkins University, 
spoke on the effect of education on the 
increased span of life. 


New Columbus Manager 


F. E. Campbell has been appointed 
manager of the Columbus, O., district of 
the Equitable Life of Washington, D. C. 
He has been serving as assistant at 
Cleveland and has had a wide and suc- 
eessful experience with the company. 
The Equitable Life is making an espe- 
cial drive for business this year in cele- 
bration of its silver anniversary. 


Metropolitan’s Virginia Meeting 


Serious diseases are disappearing on¢ 
after the other. Science is working so 
that the day may soon be at hand when 
it will be possible to prevent most, if 
not all, the disease that trouble and 
afflict mankind today. This is what Dr. 
Lee K. Frankel, second vice-president of 
the Metropolitan Life, told a convention 


= — 








service | 
Dr. Frankel |} 


| 
of Virginia representatives of the com- 


pany in Richmond last week. 

A. F. C. Fiske, third vice-president of 
the company, presided at the meeting 
and also at the dinner. More than 200 
field representatives of the Metropolitan 
from all parts of Virginia attended the 
convention. 


Prudential News 


Raymond E. Faulise, who entered the 
service of the Prudential in Buffalo 
No. 1 on Feb. 13, 1922, and who was later 
transferred to the Buffalo No. 2 district 
under date of Nov. 21, 1923, has been 
promoted to be an assistant superintend- 
ent in the latter district. 

Assistant C. W. McIntire of Spring- 
field, O., has been listed among the as- 
sistancy leaders in net industrial in- 
crease for the year. He now ranks over 
all his fellow-workers in Division G. 

Division G's leading agent in net in- 
dustrial increase for the year 1927 is 
L. L. Rowland of the Dayton, O., No. 2 
district. 





G. W. Fischer Promoted 


B. L. Talley, who recently became 
president of the Home Friendly of Mary- 
land, announces the promotion of Agent 
George W. Fischer to assistant superin- 
tendent in charge of a special staff of 
agents in the Baltimore city district 
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IN THE ACCIDENT AND HEALTH FIELD 


ITH more than three-quarters of a century 

of success and achievement back of it, the 
Massachusetts Mutual is in a position to pro- 
egress along lines that have been thoroughly 
tested. 
This position is made more desirable because 
of the maintenance of principles and practices of 
high character which have molded the three 
great divisions of the Company—Home Office, 
Field Force, and Policyholders—into an organi- 
zation whose reputation for stability and fair 
dealing is universal. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 
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ANNIVERSARY IS CELEBRATED 


O. T. Hogan, President of the United 
States Mutual of Chicago Is 
Honored by the Agents 





The agents of the United States Mu- 
tual in Chicago put on a special week in 
honor of O. T. Hogan, the president, 
who is celebrating his 24th year in the 
accident and health business. The nor- 
mal weekly collection of the United 
States Mutual in Chicago on new busi- 
ness is $300. The agents put over this 
special week bringing in $1,010. 

Mr. Hogan is the 
United States Mutual. The company 
has gone along successfully under his 
leadership. He started in the business 
with the old American Assurance of 
Philadelphia at Danville, Ill., when A. 
D. Johnson was Illinois state manager. 
Mr. Hogan then went with the Clover- 
leaf Casualty in Chicago, being with that 
company when he decided to found a 
company of his own. Mr. Johnson is 
now associated again with Mr. Hogan 
as secretary, having been in the business 
for 25 years. Both Mr. Hogan and Mr. 
Johnson are experienced men and make 
a splendid team. 

The United States Mutual expects to 
reach the $1,000,000 mark in premium 
income this year. 


P. T. Patton has been made district | 
manager for the Monarch Accident with 
headquarters at Chariton, Ia. He will 


be in charge of four counties in southern | 


lowa. 


founder of the | 


| March 15-16. 


TAKES OVER UNION CASUALTY 


United States Mutual Has Purchased 
the Business of one of the Chicago 
Companies 


The United States Mutual of Chicago 
has purchased the business of the Union 
Casualty of that city It takes over ] 
E. Scott, vice-president of the Union 
Casualty, who will be associated with 
the monthly department of the United 
States Mutual. Alex Brucker, local man- 
ager in Chicago for the Union Casualty, 
has also been taken over by the United 
States, with a number of his agents. The 
Union Casualty was licensed in 1925. A 
J]. Hereford is the president. O. T. Ho- 
gan is president of the United States 
Mutual. 


LIST ROUND TABLE TOPICS 


Important Questions to Be Discussed 
at Coming Meeting of Health & 
Accident Conference 


The round table sessions of the Health 
& Accident Underwriters Conference 
which alwavs form one of the most in- 
teresting features of the Conference ses- 
sions, will be given especial prominence 
at the mid-winter meeting in Chicago 
The tentative program for 
these sessions is as follows 

“Agency Contests and Special Prizes.” 

Introduced by B. H. Manning, Con- 
tinental Life of St. Louis. 


Discussed by F. M. Feffer, Abraham 
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PROTECTS THE ENTIRE FAMILY 

POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 
Home Life Agents are satisfied 
A Home Life Contract brings prosperity and progress 
* * * * * 

Home Life policyholders are satisfied 

A Home Life policy brings peace of mind to the man 
who loves his family 
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We have ten new territories for ten 
good men under real general 


contracts. 
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Casualty; R. M. Rowland, National Cas- 

ualty; J. A. Keelan, Time Insurance Co.; 

Ted M. Simmons, Pan-American Life. 
“Can the Nine Classifications in the 

Manual Be Reduced to Five or Six?” (In 

form of debate—no introductory paper.) 
Discussed by: 


Affirmative—C. O. Pauley, Great North- 


ern Life, and G. E. Harsh, Federal Sav- 
ings. 
Negative—D. W. McFall, Continental 


Casualty, and M. C. White, Washington 
Fidelity National. 

“Instruction of Salesmen.” 

Introduced by Chlo Peterson, Business 
Men's Assurance, 


Discussed by E. C. Bowlby, Fidelity 
Health & Accident; R. Brown, Inter- 
State Business Men's; James F. Ramey, 


Washington Fidelity National; J. W. 
Blevins, Interstate Life & Accident. 


“Waiting Periods.” 


Introduced by F. L jarnes, Sentinel 
Life. 
Discussed by H. A. Woodward, Old 


Line Life; J. B. Munson, Union Indem- 
nity; Gustaf Lindquist, Travelers Equita- 
ble; W. ©. Cartinhour, Provident Life & 
Accident; R. L. McOuat, Business Men's 
Indemnity. 

“Cancellation of Policies.” 

Introduced by T. Leigh Thompson, Na- 
tional Life & Accident. 

Discussed by S. C. Carroll, 
tenefit Health & Accident; FE. F. 
Physicians Casualty; C. A. 
I'nited Commercial Travelers. 


Mutual 
Elliott, 


Promotions Are Announced 
National 
Porter of 


Jonesboro, 


Promotions announced by the 
Life & Accident follow: T. G 
Nashville, G. L. Pruett of 
Tenn., lL. E. Whiteside of Little Rock, 
© KR. Poertner of Los Angeles and F. G 
Muegee of St. Louis to superintendents 
in their respective districts 


Fishbein to Address Claim Men 


Dr. Morris Fishbein, editor of the Jour- 
nal of the American Medical Association, 
will be the speaker at the meeting of 
the Chicago Claim Association Feb. 9 
Special efforts will be made to. have 
representatives of the medical depart- 
ments of all the Chicago companies in 
attendance at that meeting Dr. Fish- 
bein’s subject will be “Fads and Quack- 


Hebbard, | 





ery.” He is well-known as an entertain- 
ing speaker and has appeared at several 
insurance gatherings, having made an 
especially favorable impression at the 
Detroit meeting of the Health & Acci- 
dent Underwriters Conference last year 





Accident Case Decided 


Held that no recovery could be had on 
a policy of accident insurance where it 
appeared that decedent did not die from 
the accident, but died several hours later 
j}due to a blood clot which had _ been 
| forming for more than a week Ry. Mail 


| Association vs. Weir, Ct. of Appeals 
| Ohio 
Divides Detroit Territory 
As a result of its great increase in 


Detroit, where it has one of 
industrial districts in the en- 


business in 
the largest 


tire country, the Washington Fidelity 
National has divided the territory there 
into two districts. This was done at the 
request of Manager A. Y Jeuupre, who 
now takes charge of the new Detroit 
| No. 1 district Theodore Floyd has been 
| made manager of the newly created De- 
troit No. 2 district. 

| Suit Over Railroad Business 

} The Standard Accident is defendant in 
a suit filed by the Southern Finance 


Company of Bristol, Va., in that city 
asking for an accounting and judgment 
| for items approximating $55,000. The 
declaration alleges that the defendant 
1% mployed the Southern Finance Com- 
pany in 1915 to obtain franchises from 
railroads in the southeast to write health 
and accident cover for their employes 
The bill sets out that the Standard Acci- 


dent transferred the railroad franchises, 

| business and agency working forces in 
May, 1926, to the Provident Life & Acci- 
dent of Chattanooga without protecting 
the complainant in its commissions on 
premiums and renewals. 


Dell M. Wade, general agent for the 
life department of the Aetna Life at 
Fargo, N. D., has been given the general 


agency for the accident, health and 
| group disability lines, sharing equal 
privileges with the Minneapolis branch 


and St. Paul casualty offices of the Aetna 
| Life and affiliated companies. 
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This Plan 


3. A Selling System 


5. Increased Income 
Jt 
worth your while to in- 


vestigate this PLAN, and 
the General Agency con- 


tract offered by a fast 
vrowing, old line Com- 
pany. 


\Vrite in confidence to 


REGISTER LIFE | 
[INSURANCE COMPANY | 


“Growing Since 1889" 
DAVENPORT - 


Provides 


1. Easy Interviews 
2. Live Prospects 


4. Friendly Cooperation 


these features appeal to 
uu it would be well 
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NEGLECT THEIR OWN ADVICE 
Tests Show That Life Insurance Agents 
Are Below Average in Their 
Coverage 


INDIANAPOLIS, Mar. 2.—‘“Not 


until we can underwrite our own pro- 
gram with life insurance do I think we 
will be able to fulfill our duty as 


agents,” declared John W. Yates, gen- 
eral agent of the Massachusetts Mutual! 
at Detroit, in a stirring talk before the 
Indianapolis association following a 


luncheon last week. “T think the pub- 
lic is better sold on life insurance than 
we agents are.” he said and told about 
the experiment he has seen tried else- 


where. Slips of paper were passed to 
the members present on which each one 
“rote down the amount of personal in- 


surance he carried, without disclosing 
lis identity. These were totaled and 
averaged and at the next meeting the 


ner capita total was announced. Similar 


tests were made at various luncheon 
clubs. composed of business men. “To 
mv chagrin.” exclaimed Mr. Yates. “it 


cases that 
ie smallest 


was found in the maioritv « 
iife underwriters carried t 
average.” 
Thet he 
Mr. Yates 
his own life proeram 
fulfilled with life 


: | 
! 
what he preaches 
by outlining 
it is he 


He is 


practices 
demonstrated 
ind how 
insurance 


mye 

“buvinge on easy pavments” a $100,000 
estate at the rate of $2900 a month or 
2™ percent a vear interest. Mr. Yates 
outlined the type of sales talk used bv 


? 


representatives of his agency. He used 


a blackboard and took a sample case 
of a man at age 32 with a wife and two 
children. The man has an income of 


home in 


mort 


is buving a 
there is a 


$3.600 a vear and 
the suburbs on which 
vage of $4,000 


Bag of Gold in the Future 


“T want to talk to vou about vovr 
rrorram of life.” is the approach made 
to the prospect. “You know there are 
certain things a man wishes to ac- 
complish hetween vour and 65 
First be has to take into account 
shelter food. clothing, education and 
recreation. These are a mortgave 
on vour income. Most men are able 
to succeed in takine care of these. 
Nut most fail when it comes to mak- 
ine provision for their own old age.” 
The selling presentation then goes along 


age 


the line of providing the man with in- 
surance that will provide for all con 
tingencies. As a sales heln Mr. Yates 


ses a picture of the King home for in- 


digent millionaires in Chicago and the 
“march through life” showing final de- 
nendenev at age 65 and above. In the 


sales talk the thought is kent continually 
hefore the prosnect’s mind that there 
i bag of gold off ahead for which 
working, sav $25,000 at 65, 
will do for him de 
things in his old 

*k ok x 


is a 
age 
ver\ 


he its 
Vv lic in 
cir ible 


many 
age 


Dex Woines—Chester O. Fischer of St 


Louis, vice-president of the National As- 
sociation of Life Underwriters, will be 


the speaker at the regular monthly meet- 
ing of the Des Moines association next 
Saturday noon, President Joseph Peter- 


His subject will be “The 


son announces, 
Value of Svstematic Effort in Life Un- 
derwriting.’ 

Buffale, VN. ¥.—M. A. Linton, vice-presi- 
dent of the Provident Mutual, and chair- 
man of the Wife Insurance Research 
Pureau, will address the Buffalo associa- 
tion March 9. His subject will be “Life 
Insurance Policyholders and Trust Com- 
pany Service.” Agents have been given 
the privilege of bringing prospects to 
hear Mr. Linton. 

Memphis—Charles Evans, vice-presi- 
dent of the Home Life of Arkansas, was 
the speaker at the meeting of the 
Memphis association last week. 


HOLD EDUCATIONAL CONGRESS 


Toledo Association of Life Underwrit- 
ers Expects Over 500 Men at 
Annual Meeting 


It is expected that more than 500 life 
insurance men will gather in Toledo 
March 4 to attend the second annual 
educational congress which will be held 
by the Toledo Association of Life Un- 
derwriters. Sessions will be held both 
morning and afternoon. There will be 
a luncheon at noon. 

In the morning George 


D. Hedding 


of St. Paul, assistant agency manager 
of the Equitable Life of New York, will 
speak on “The Ideal Man and His 
Program.” James A. Whitmore, agency 
manager of the Phoenix Mutual Life, 
will have for his subject “The Future 
Life Underwriter.” In the afternoon, 
Grove Patterson, editor of the Toledo 


“Blade,” will talk on “Your Responsi- 


bility to Your Policyholder.” Further 
addresses will be made by Harry W. 
Hutchins, Cincinnati, general agent of 


the National Life of Vermont, on “Re- 
lationship,” and Tresslar W. Callihan, 
educational director of the John Han- 
cock Mutual Life, will speak on “Sales 
Training Equipment.” George A. Bre- 
dehoft, general azent of the Connecti- 
cut General Life and president the 
Toledo association, will be the chairman 
of the meeting. M. T. Watson is gen- 
eral chairman of the second annual con- 


ol 


“ress 
North Dakota—D. F. O'Neill of Fargo, 
president of the North Dakota associa- 


appointed the following mem- 
bers of the executive committee: A. W 
Crary, chairman, Northwestern National 
Life: W. W. Fuller, Northwestern Mu- 
tual; John A. Risk, North American Life: 
M. N. Hatcher, Great West Life; Cc. W 
Ledgerwood, New York Life: Georg 
Sheldon, Union Central; T. W. Fletcher, 
Mutual Life of New York, and R. A. 
Trubey, Guardian Life, all of Fargo; 
F. L. Conklin, secretary Provident Life 
of Bismarck 

The following 
were named: Legislative, 


tion, has 


chairmen 
Fuller; 


committee 
w. Ww 


program, M. N. Hatcher; publicity, C. H 
Simpson 
Boston—The reason that 60,000 life in- 


surance agents desert the business every 


year in the United States is that such 
men have no faith in their business, in 
their companies and in themselves, said 
John Marshall Holcombe, director of the 
Life Insurance Sales Research Bureau 
in an address before the Boston associa- 
tion. 

If a man does not have faith in his 
business he should get out of it, said 
Mr. Holcombe. But he might well talk 
with the best men in the business, with 
the company officials, and others who 
could inspire him to greater faith. If 
an agent doesn't like his company or 
have faith in it, he should likewise re- 
sign from that company and go to an- 
other. Finally a man must have faith in 


himself to achieve Mr. Hol 
combe urged the agents to talk in simple 


success 





language and leave the complicated lan- 
guage to the actuaries 

Auditor Robert Slattery and Field 
Representative James Preston of the 
Penn Mutual, and James A. Giffen of 
the home office of the Phoenix Mutual 
were guests at the dinner 

Evansville, Ind.—The Fvansville asso- 
ciation held a dinner meeting Friday 
night with 25 members present, at which 
17 new members were voted in 

George H. Mosser, secretary and mana 
ger of the local Chamber of Commerce 
spoke on “Organization.” He told of the 
various plans in which enthusiasm by) 
inactive members is obtained and urged 
the association to ally itself with the 
movement toward the progress of t! 
city 

Houston, Tex.—Houston school chil 
dren in the fifth, sixth and seventh 
grades will get another chance this year 
to make some extra money through ar 
essay writing contest sponsored by the 


Houston association. There will be three 


first prizes of $10 each and three second 
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prizes of $5 each given to the students 
these grades who write the best 
ssays on “Why My Daddy Should Have 


Afe Insurance.” 

In addition to the cash prizes the 
Franklin Life offers three gold medals 
nd three silver medals to the six win- 

rs A similar contest was held last 


ear and resulted in hundreds of essays 


ne written on the subject 
Lancaster, Pa.—Successful life under- 
iting is fast becoming a question of 
mpetition between trained life insur- 
men instead of company competi- 
on according to E. J. Berlet. vice- 
resident of the Philadelphia association 
d general agent of the Guardian Life, 
in address before the Lancaste1 s- 
ciation. 
‘There is a growing need for greater 
nowledge of general business practice, 
deral and state taxation and estate 


well as a knowledge of 
fundamentals,” Mr. Berlet 


egulations, as 
fe insurance 


iid 
‘aul C. Snyder of Harrisburg outlined 
program being arranged for the 
state Life Insurance Congress, whic! 
held in Philadelphia Mareh 25 
™» 
Springfield, 11L.—At the luncheon of the 


association last week 
ers in a recent membership = drive 
easted on turkey while losers were 
rreed to content themselves with beans 

F. Axelson, president of the Chicago 


Springfield 


ssociation, spoke on “Effective Methods 
Selling Insurance.” 

Florida—J. C. Luning, state treasure 

nd ex-officio insurance commissione1 


is the chief speaker on the program of 


Florida association at a banquet ten- 
ered it by the trust department of the 
Florida Bank Feb Arthur 


a National 


president of the bank, was 





’ The other speakers were 
\r Derr, general agent of the 
\etn Life at Jacksonvill and J 
Valker Muhlbach, trust officer of the 

nk Mr. Derr sketched the value of 


magnitude of in- 
Mr. Muhlbach 


fe insurance and the 
surance in America. 


issed the advantages of the trust plan 
mi the advertising now being done by 
bank to present it to the public 
‘resident Perry mads several short 
eeches in which he lauded the insur- 
ce men. Mr. Perry was confident that 
he insurance business here is on sub- 
tantial basis as anywhere in the country 
|! he expressed confidence in every 

mpany operating in Florid: 
\s the principal speaker of the even- 
x Mr. Luning gave concise statements 
t facts regarding the insurance busi- 
He closed by saying “The life insur- 
nee salesman is a point of contact be- 
veen the company and the insuring 
ubli Without the personal, intelli- 
persistent and at times sadly dis- 
ouraged efforts of the men and women 
he fleld, life insurance would be ; 
beautiful dream, a glorious vision—but 
real, living, vital factor in our 
onemical and industrial life: not the 
iIlvation from actual wants and suffer- 
which some wives may not under- 
stand, but which all widows always ap- 
reciate To fill worthily the place of 
life insurance salesman in the eco- 
nie life of today, requires an under- 
tanding, perseverance sympathy ind 
second to no other business o1 


ntegrity 
rofession,.” 


Paducah, Ky.—The members of the 

ducah association at their regular 

eting heard an address by Rev. M. F 

liam, noted evangelist, who endorsed 
f nsurance, and urged the 
ompanies to make no 


agents of 


effort to sell 


rance through any misrepresentation 
is of the opinion that a fair pres- 
tation of the benefits of insurance will 
derstood by any man or woman if 

ts are properly presented to them 
Texas—Plans are already well under 
or the forthcoming annual meeting 


the Texas 


uston April 8 A. C. Bayless is chair 
of the convention committe: a 
is planned two business sessions for 
day, with the playlet “Thy Will Be 
e” to be given in the interim betwee 
tw A banquet, never bef at 
npted by the Texas association s 
the feature of the evening and the 
‘ of all the members are to be par- 
larly requested te ittend wit! 
v to interesting them in their hus 
is Husiness 
The entire program is designed to aid 
man who carries the rate book 
velve-minute talks by men who are 
tually devoting their entire time to 
life insurance will detail the 


association to be held in } 
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methods they have found to be most suc- 


cessful Parke Houston of San An- 
tonio, president of the association, is in 
general charge It is expected that Dr. 
Charles J. Rockwell and Governor Dan 
Moody will accept invitations to speak 
at the convention. 

Rochester, N. Y.—Franklin W. Ganse 


of Boston, authority on inheritance taxa- 


tion, was the principal speaker at the 
meeting of the Rochester association 
last week His subject was “Myself, 
Incorporated.” 

As an added feature, a playlet called 
“The Roof Check,” was presented It 
was written by William A. Searle, a for- 
mer Rochester man, now assistant to the 


president of the National association 





NEWS OF FRATERNALS 











Nebraska Controversy Settled 





\ controversy that has been raging in 
the house insurance committee of the 
Nebraska legislature has been settled by 
the withdrawal of two bills intended to 
permit fraternals to issue policies with 
cash surrender values attached and the 


substitution of a new bill, drawn in ac 


cordance with suggestions from Com 
missioner Dumont As it is now drawn 
fraternals must carry reserves as deter 


mined by the American Experience table 
with an interest assumption 
of 4 per cent As the bills were 
the reserves were to have been com 
puted on the of the National Fra 


of mortality 
drawn 


basis 


ternal Congress rates. Mr. Dumont in 
sisted that these reserves would not be 
dequate, and he was backed up by sta 
tistics furnished by the actuary who 

foe 


has drafted many of the rate tables tor 


the fraternals rhis was finally agreed 
to by the representatives of the frater 
nals 


Would Bar Technical Defenses 


Insurance issued by fraternals woul 
be made imceontestabl 
technicalities under a bill 


Texas senate last week 


on immaterial 
passed by the 


Senator W ood, author of the measure, 
in debate charged that fraternals in 
many instances were contesting policies 


on immaterial technicalties and escaping 


their obligations. 


QUESTION ARISES OVER 
CHANGE IN POLICIES 


(CONTINUED FROM PAGE 3) 


gers, agency supervisors in meeting this 
dav assembled, 

Whereas Such meeting wishes to 
record its opposition to soliciting 


changing of limited payment life ind 
«endowment policies to the ordinary life 
form, or the change of any higher pre 
mium form to one of lower premium 





Whereas: The meeting finds that it is 
usually against the best interests of the 
insuring public to have such hanges 
made, 

1. Because all life insurance is based 
} upon the mortality tables, 
| ®. Because a policy once established 
and changed entails a loss to the in- 
sured, and 

Whereas: An insured cannot continu- 
ally tear down the cash reserves estal 
lished by existing policies thus trans- 
ferring his insurance from one company 
to another, pay premiums at the in- 
creased age and pay acquisition osts 
again and again and come out the gainer 
ynd 

Nothing Altruixtic in Advice 
| Whereas: The agent who usually ad 
i vised such change is the only or } 
|} comes out the gainer because he collects 
|} commissions on the new insurance which 
lhe writes, there is nothing altruist it 
his advice 
| Whereas: The meeting is opposed ) 
be neral agents, managers, etc., educating 
ind training their men to bare th 
| solicitation upon advice to the nsured 
to change existing endowment ind 
limited payment life policies to the ordi- 
nary life form, or the change of any 
higher premium form to one of lower 
premium, 

Whereas: The meeting is opposed to 
agents basing the solicitation upon ad 
vice to the insured to change existing 
endowment and limited payment life 














AETNA 
LIFE TRAINING COURSE 


BEGINNING FEBRUARY, 17, 1927 


1—The Chicago Agency will conduct an intensely 
practical Life Insurance Training Course of ten 
lessons beginning on Thursday, February 17th, 
at our offices in the Illinois Merchants Bank 
Building. 


2—The first meeting of the class for organization 
purposes will be held on Thursday evening, 
February 17th, at 6:30. The further classes will 
be held on Tuesday and Thursday evenings of 
each week and likewise will begin at 6:30 and 
















































| last until 8:00 p. m. 
| 3—The classes will be conducted by Mr. H. K. 
Schoch, Agency Supervisor, a thoroughly prac- 
tical and successful Life Insurance man. 
4—Enrollment should be made immediately. There 
will be no charge for this course. 
| 5—This course is open to all independent brokers 
| as well as men contemplating entering the Life 
Insurance Business. 
S. T. WHATLEY 
General Agent 
Etna Life Insurance Company 
Suite 2043—230 S. Clark Street 
CHICAGO, ILLINOIS 
If if 
Territory does make a difference You are a producer 
If If 
Close co-operation is necessary You believe in yourself 
if If 
, A friendly interest is needed You want a REAL jeb : 
Write or wire 
S. M. CROSS, President 
INSURANCE COMPANY 
Cincinnati, Ohio 
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You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction in 
life insurance field work. 


During 84 years the first American legal reserve mutual life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing. 


This company writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 7@. 


Those who contemplate life insur- 
ance field work are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


34 NASSAU STREET NEW YORK, N. Y. 








REAL OPENINGS 
for GENUINE WORKERS 


—- those who know that only intelligent endeavor secures 
applications in volume and understand that advancement 
comes surest through strong effort, can learn of advantageous 
opportunities, either as solicitors or Agency Managers, now 
awaiting suitable applicants. Plenty of chances in various 
parts of the country. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 


PORTLAND MAINE 














FOR THE STATE OF MINNESOTA 


An “old-time” state agency contract with satisfactory non-forfeiting 
renewal commissions and some “honest-to-goodness” cooperation now 
open to a man who can demonstrate ability to do a real job of agency 
building in that splendid state. 


Address—Ralph H. Rice, President 


NATIONAL FIDELITY LIFE 
Insurance Company 


Home Office: Kansas City, Missouri 








7 


You'll never regret 


that you subscribed to THE NATIONAL UNDER- 
WRITER—you’ll read it like a newspaper and you'll 
be a better insurance man for it. If you are already 
a subscriber, do your fellow sn a " turn by 
telling him about it—. .”. os ; 


Your friend won t forget 























policies to the ordinary life form, or the 
change of any higher premium form to 
one of lower premium, 


Opposition Is Recorded 


Resolved: That this meeting record its 
opposition to this practice and request 
all agents, general agents, agency mana- 
gers and home office officials to exert 
their influence toward discouraging this 
promiscuous habit of solicitation, 

Resolved: That in the event of it ap- 
pearing necessary and for the good of 
the insured to change such limited pay- 
ment and endowment policies to the or- 
dinary life plan, or the change of any 
higher premium form to one of lower 
premium, that it be done in conformity 
with the advice given by the superin- 
tendent of insurance, which is: “Fair- 
ness to the policyholder, who has paid 
the acquisition expense on the premiums 
of a limited payment or endowment 
policy, requires that any change from 
such a policy should be to the largest 
amount of ordinary life insurance that 
the premium he is paying would pur- 
chase in the company issuing the origi- 
nal policy,” and that the agent giving 
this advice would thus be serving the 
insured’s interest best by advising him 
to change the limited payment or endow- 
ment policies to as much insurance on 
the ordinary life plan as his premium 
would buy as of original date and age. 


Only Two Objectors 


The only two objectors to the reso- 
lutions were Frank W. Adams, Mutual 
Life of New York, and Harry F. Gray, 
Connecticut General, both of whom said 
they were heartily in accord with the 
general principles laid down but took 
exception to those clauses which might 
virtually regulate agents in giving ad- 
vice to clients. Other speakers at the 
meeting besides President Collins, who 
presided, were Julian S. Myrick, Mutual 
Life of New York; J. Elliott Hall, Penn 
Mutual, who read the resolutions; Hugh 
D. Hart, Aetna Life; and Joseph D. 
Bookstaver, Travelers, who said his 
agency had had great success in combat- 
ing policy twisters because its members 
kept constantly in touch with old policy- 
holders. 
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New 
Business In Force 
Pacific Mutual ........ 368,366 3,398,706 
Provident, N. D... -.. 3,010,574 15,535,746 
Bankers Reserve, Neb.. 597,546 2,493,904 
Equitable, Ia. ......... 12,549 783,532 


Minn. Mutual ...... | 2,282:342 8,2305156 
Northern States, Ind. 515,500 1,872,733 























Retiance, PaO. ..cccecvece 12,019 46,660 
Union Central ......... 846,931 6,761,244 
| 
| OKLAHOMA 
- 
New 

Business In Force 
Sup, Com, Am. W., Colo. 175,750 515,700 
Guarantee Fund, Neb... 1,676,500 5,256,500 
Rank Savings, Kan..... 105,750 283,250 
Bro. of Am. Yeomen, Ia. 1,711,684 8,784,851 
Bus, Men's, Assurance. 1,510,966 2,872,275 
Acacia Mutual ......... 1,110,500 6,638,200 
Phoenix Mutual ....... 2,407,962 7,846,733 
Prudential ......... Ord. 4,600,367 24,074,678 
Prudential .......... Gr. 2,397,000 2,674,400 
Prudential ......... Ind, 7,020,047 20,147,828 
Franklin Life, Ill...... 490,339 2,905,383 
Western Mut., Cal..... 152,000 282,000 
Great South., Tex..Ord. 6,275,123 25,356,905 
Great South., Tex....Gr. 1,493,5 1,409,800 





Great South., Tex...Ord, 





Metropolitan ........ Gr. 
Metropolitan .......Ind. 
Anchor Life, Okla...... 
Volunteer State ........ 
Mutual Benefit ......... 


Sov. Camp. W. O. W. 

Security Life, Okla.. Ora. 
Security Life, Okla. .Ind. 
Mod, Bro. of Amer., Ia 
Mod. Order Praet., Tex. 
Progressive Life, Ark... 
Aetna Life 
Aetna Life ... 
Capital, Colo. 
Penn, Mutual ........- 
Mass. Mutual .......... 
Continental, Ill. ........ 
Security Ben., Kan..... 
Am, Central, Ind........ 






Mass. Protective........ 
Northwest. Mutual...... 
Deg. Hon, Prot., Minn.. 
Sup. For. Wood., Cir.... 
Mod. Wood. of Am., Ill, 
Woodmen Acci., Neb.... 
Unit. Com. Trav. O.... 
Amer. Nat., Tex... .Ord. 
Amer. Nat., Tex.... 

American, Mich. 
State Life, Ind 
Equitable, Ia. .... 
Bankers Reserve, 
Pacific Mutual ..... 
Arkansas State .. 
Ohio State Life... 
National, U. 8. 
Conn. Mutual ....... 9 
Farm. & Bank., Kan.... 
Bankers Life, Ia........ 





Gt. Northern, Wis.... 
Equitable, N. Y....Ord 
Equitable, N. Y.....Gr. 


Conn. General ........- 





New 
Business In Force 
5,978,372 9,536,962 
5,672,026 17,318,139 
1,628,872 1,647,192 
469,915 1,221,677 
1,563,958 12,038,233 
584,000 17,128,880 
89,500 194,500 
190,307 213,744 
$10,000 779,033 
82,750 541,250 
253,000 3,410,000 
8,166,210 26,174,257 
1,723,530 2,830,850 
378,000 2,928,931 
1,656,784 16,156,808 
2,787,939 12,807,464 
114,500 234,448 
1,222,600 9,176,312 
529,455 3,161,497 
3,226,071 6,564,318 
223,008 287,500 
5,037,050 40,296,844 
284,250 785,028 
1,098,700 7,006,148 
9,360,500 64,994,000 
1,328,000 1,637,300 
480,000 6,080,000 
4,692,935 8,506,949 

813, 
1,705,797 444,751,800 
3,221,507 16,608,767 
31,850 15,100 
106,500 158,000 
1,055,372 4,489,123 
1,409,668 5,153,370 
1,693,895 4,559,803 
3,062,696 11,179,796 
403,500 539,585 
8,961,549 43,753,300 
3,081,550 7,772,050 
18,750 136,850 


SOUTH DAKOTA 


Aetna Life, Conn....... 
Home Life, N 7 
Kansas City .... 
Mutual Benefit 
Nat. Life Assn., Is 
Midland Nat., 8. D 
Barkers Life, 
Pacitic Mutual ° ° 
Farm. Un. Mut., Ia.... 
Mass. Protective........ 
New England Mut...... 
Security Mut., N. Y.... 
Acacia Mutual 

Phoenix Mutual ..... 7 
Prudential ....ccccccess 
Reliance, Pa. .....- 
Mass. Mutual 





woes 


New 
In Force 
4,960,282 
3,690,497 
8,229,863 
12,125,031 
910,000 
16,116,860 
10,344,462 





80,660 
791,695 























Capital, Cole. .ccccsecs 169,000 
Central, Fil. ....0-. -_ 596,792 
Conn. General .....+.+.- 228,329 
Continental, Ill. .... ° 2,000 
} er ee i. scsesedeas 693,383 
Great Northern, Wis... 87,000 
Guardian, N. Y........- 540,670 
Kansas Life ......-+++:. 113,500 
Lincoln Liberty, Neb.... 17,500 
Metropolitan ........+++. 460,592 
National, Vt. ........ 343,474 
N. Amer, L. & C., Minn. ....«- 
Northern States, Ind 20,000 
Policyholders Nat., 8. D. 1,368,961 
Provident Life, N. D 107,500 
TVAVOUGS ccccccccecvcecs 1,102,034 

TENNESSEE | 

a | 

——————— J] 

New 
Business In Force 
Acacia Mutual ..... 112,000 734,800 


Bankers, Ia......... ° 
Bus. Men's Assn,....... 
Continental, Ill 
Equitable, Ia. ..........- 
Franklin, Il. 
Home Ben, As., Va.Ord. 
Home Ben. As., Va..Ind. 
Inter. L. & A., Tenn.Ord. 
Inter. L. & A., Tenn.Ind. 
Inter. L. & A., Tenn..Gr. 
Lamar Life, Miss.. . 
Life & Cas., Tenn. .Ord. 
Life & Cas., Tenn...Ind. 
Minn. Mutual 

Mutual, N. Y. 
National, U. 8S. : 
North Amer. Na 
Peoples Life, 
Phoenix Mutual .... 





Prudential ......+- Ord 
Prudential ...... - Ind. 
Prudential ........- Gr. 


Retiance, PO. ..ccccsecs 
Reserve Loan, Ind...... 
Southern State, Ala..... 


to 


~ 


,039,090 9,133,755 


,007,000 1,168,500 


395,636 

167,500 143,500 
1,913,370 434,259 
1,405,366 2,938,810 
7,328,407 18,857,027 
143,548 





660,500 , 
386,988 14,712,794 
563,006 42,381,614 
098,866 6,284,056 
061,733 31,449,084 
893,710 10,445,026 
452,065 ,247 
923,000 

















VICTORY LIFE INSURANCE COMPANY 


Is Now Licensed in New York State 
Agencies already operating in Illinois, Missouri, Texas, Kentucky, Ohio, West Virginia, 
District of Columbia, Maryland and New Jersey 


Profitable arrangements for Brokers and other company agents who wish to place their business on colored risks 
Write the Company — 3621 South State Street, Chicago 
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° h be ° how her estate was invested and what | MR. E A little over $700 a month; 
Sales Demonstration S owing Questions | the things were that were in it. | $8,500 a year, to be exact. 
° Now, on the basis of that analysis | M R. M.: That with your bonds here 
To Be Asked to Get Information as to _ {ht ! inade happen to be quite personal, | give vou about $8,700 
|} and I assume from what Al said you are M R. E.: Yes. 
- if | T | perfectly willing to answer a few ques- * * * 
the Formation of a Li e€ insurance rust | tions that I may ask you. | MR. M.: Has your wife an indepen- 
MR. |] Yes, as long as they are not | dent income? 
ARL G. Manning of Boston, in a | like to spend five or ten minutes, can | too personal. MR. E.: She has just what I give 
E. talk before the Hart & Eubank | you give them to me? MR. M.: Well, I am going to say | her : 
general agency of the Aetna Life MR. EUBANK: Yes. sit down! right now they are the most personal| MR. M Is she likely to inherit any- 
in New York City on the creation ot | MR. MANNING: It took me about questions you ever answered The first | thing? P . b 
insurance trusts gave a sales demon- ehree vears 0 met \] in the point where | OM #5; What is the present worth of | MR. E Not from any of her pres- 
stration to bring out some of the points ahaa tea eon ; > in .| your securities investment? } ent relatives 
that he desired to put over. He had ee hag A po tached MR. E You want a detailed state- | MR. M Do you own your own 
(;. A. Eubank of the firm as the pros- all of tie cosmition life Lecce goat | Meee OF them or the gross total? | home 
pect. He said that he had not re- estate into what I c Ml a main conduit. MR. M Well, what I want first is MR. I No. 
hearsed the demonstration with Mr. Eu- I showed sien that like many another | *at have you got in securities, if any an MR. M Do you mind telling me 
bank, so he did not know what he was kafine if he left bie will the way it was MR E I have about 2,200 shares of ow much rent you pay? 
going to say. He wanted to bring out drawn, just payable to his oils che chemical stock: about 300 shares of golf MR. E $200 a month. . 
—_ is necessary to evolve cooperation would have to look to shout seven oe club stock, and a few cats and dogs I M R M What is your date of birth 
a life company with a trust company. | eight different sources for the income. | W°U!d not put any value on at all. Those MR. . mas 7 oe ——— 
He stated that Mr. Eubank was a pros | T know his wife fairly well and I know | 9% 200d income producing stocks MR. M What is your wife's name 
vect whose name had been given to him that she is not accustomed to that sort MR. M.: W hat do you think the u MR I Gertrude H. . 
by a man for whom he had created a of thing He admitted it too, but you nual income that you get from those M R. M And she was born when?! 
trust. He said that the man was dis- | Lnow the wav it is sometimes. they just | ?™ounts, MR, F May 15, 1893. ; 
cussing the details of it with this friend. put that off F . MR. } Around $200 a year. MR M Have you any children 
The conversation proceeded: : * * * 5s 6 © MR E.: Yes. - 
MR. MANNING: Good morning,| And I did think it would be a fine . MR. 3h: Bor game is whet 
Mr. Eubank! My name is Manning. | thing if he could get to the point where | , MR. M There seems to be a pre- aR. Ee: Dereare. she t > 
You remember Mr. Pierce spoke to you | all his insurance and everything could | GOMMance Of the cats and dogs does MR. M.: When Was See Swe 
- on : there not You are not an owner in MR. E.: May 26, 1921. 
about me the other day about that lit- | be put under one trusteeship so that it | ,, esnntane t all? * * * 


tle matter I fixed up with him. Perhaps | would represent the least amount of v, 


ili : : , : R. E.: No MR. M.: How much life insurance do 
vou would be willing to see me and dis- | trouble for her, but still allowing het vas a Folmate? 
‘uss that. If vou are ready I would | s eee . vg reer ‘ {R. M.-: How much do they pay vou | you carrv, Mr. Eubank F 
at. ve are ready would | some upervision in the matter as t for salary? MR FE I carry quite a bit: 
— 











ANOTHER YEAR 279 Newspaper Reports 
of PROGRESS Give just that number of Deaths due to Carbon 


Monoxide Gas Poisoning for the six months ending 
has been recorded in the his- December 31, 1926. 

tory of this growing Company From Maine to California and Minnesota to Texas, 
these reports were received by the John Hancock Mutual 
Life Insurance Company, in connection with its warning 
to the Public. 


Our Agency Organization is beginning the New Year with 
the best January in the Company’s history. All signs indi- 
cate that 1927 will be our greatest year. 

Deaths from this cause is no respecter of localities, 
and cold weather increases the danger. Look at the 
There are attractive agency openings in our General Agencies record: 

located in the following States: 


To be in an atmosphere of progress means to progress. 


; i cntntn ee wwe oases 6 OCtedSE 2... cccccccces 29 
Michigan Minnesota Kentucky nek vithintwitnwid 7 WOVGMERGE 2. cccccccce 56 
Georgia Florida Alabama September ........... 12 December ........... 169 
Texas Mississippi Tennessee : : 

District of Columbia Maryland South Carolina We think there is need of our Warning and ask the 
Virginia North Carolina West Virginia insurance fraternity to spread the information. 


Booklet describing the danger mailed to any under- 
Inte reste d Parties Should . 4ddres Ss writer interested. Apply to Inquiry Bureau. 


AGENCY DEPARTMENT 


ATLANTIC LIFE INSURANCE CO. 
RICHMOND, VIRGINIA ats 
Lire INSURANCE COMPANY 


| OF BOSTON. MASSACHUSETTS 


“Honestly It’s The Best Policy” 197 Clarendon St, Boston, Mass. 
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ACTUARIES 





CALIFORNIA 





B ARRETT N. COATES 


CONSULTING 
ACTUARY 


554 Pine Street - - Sans Francisco 





ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 

Telephone 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 
* Consulting Actuaries 
@ South La Salle Street, Chicago 


Life Insurance Accountants 
Statisticians 








H. NITCHIE 
° ACTUARY 
1523 Assn. Bldg. 19 S. La Salle St. 
felephone State 4992 CHICAGO 





INDIANA 





AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
{INDIANAPOLIS 
Omaha, Denver, Des Moines 








ARRY C. MARVIN 
CONSULTING ACTUARY 
z105 North Meridian St. 
INDIANAPOLIS, INDIANA 





1OWA 





E L. MARSHALL 
*CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 








MISSOURI 





OHN E. HIGDON 
ACTUARY 
<4 Argyle Bidg., Kansas City, Mo. 








A LEXANDER C. GOOD 


CONSULTING ACTUARY 
1416 Chemical Building 
ST. LOUIS 








RED D. STRUDELL 
CONSULTING ACTUARY 


722 Chesteut St. 
St. Louls 





OKLAHOMA 





J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc. Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
par The Law of Insurance 4 

















ADVERTISE 
IN THIS 
COLUMN 














$2,000 in the Jefferson Standard, $2,000 
in the John Hancock, $10,000 in the 
Massachusetts Mutual, $3,000 in the 
Aetna, $17,000 in all. 

MR. M.: What do you pay for that, 
around $300? 

MR. E.: Yes, about $300. 

a * * 

MR. M.: This perhaps is the most 
vital question in this whole series. 
What do you feel is the minimum in- 
come on which your family could live 
and maintain a status somewhere near 
what you are enjoying now? Taking 
you out of the picture. 


MR. E.: The least would be $300 or 
$400 a month. 

MR. M.: Your wife certainly could 
not live on the rent you are living on 


now at that rate could she? 

MR. E.: No, she could not get along 
on much less than she is getting along 
on now. She does not let me spend a 


lot of money that I would otherwise 
spend probably. / 
MR. M.: Then for purposes of this 


we will consider it $300 a month. Are 
you planning a college education for 
your daughter? Planning on sending 
her to college at all? 
MR. E.: Well, I think so, ves. 
= 


MR. M.: You 
special provision? 

MR. E.: No special provision. 

MR. M.: Have you any particular 
charity or church or institution to which 
you are contributing? 

MR. E.: No. 


have not made any 


MR. M.: Have you any other de- 
pendents that you are helping to sup- 
port? 

MR, E.: No. 

MR. M.: Have you drawn a will? 

MR. E.: No. 

MR. M.: Was that an oversight or 


just because vou don’t care about what- 
ever you have got outside of your life 
insurance? T assume it is made payable 
to your wife? 


MR. E.: Well, I expect to draw a 
will, of course. I just have not gotten 
to it. 

MR. M.: I think that is all T need 
just now Mr. Eubank. If you will al- 


low me in three or four days I will 
come back and digest it. If you can 
give me 10 or 15 minutes at that time 


I will give you the resume of what I 
think you might do and then if it seems 
to be the right thing to do you can do 
it. 

* * * 

MR. M.: I am going to assume that 
three or four days have elapsed. This 
that I am about to read now is the di- 
gest that I made from the questionnaire 
which you see here, and I might state 
that I have what is called a key pro- 
gram. In that key program there are 
about 76 paragraphs in which during the 
past 10 or 12 years that I have been 
doing this work I found myself uncon- 
sciously repeating certain stock phrases. 
So about four vears ago I got these 
down into this key program, and usually 
when I take one of these questionnaires 
I tell my stenographer, “Give me my 
key program,” and then I make the first 
paragraph or so, then I say, “Let’s go 
from paragraph three to paragraph six- 
teen.” And at paragraph 16 or 17 some- 
thing may come up in this particular 
thing which will mean a variation from 
the key program, then I will insert two 
or three paragraphs. 

It does not take, after I have gotten 
the questionnaire more than ten minutes 
to dictate a proposal, which ten years 
ago used to take me the better part of a 
week 

(Mr. Manning's analysis wi 
next week.) 


1? 3 
ti be given 


BEFORE EXECUTIVES 


COATIANUBD FROM PAGF 1) 
been instances of apparent willingness 
to acquiesence in permitting the buyer, 
especially in large transactions and in 


the wholesale buying of life insurance, 
to ask for, or even dictate certain terms. 
dangerously 


often approaching conflict 





with wholesale laws passed in the inter- 
est of all life insurance. In soine cases 
the right has been demanded to name 


the person to whom the con:mission 
shall be paid, even in cases where the 
commission has been earned by the le 
gitimate life underwriter. 
Sees Danger in Practice 
“Acceptance of such dictation seri 


ously affects the entire agency system, 
and places the companies in the position 
of taking orders over the counter at 
practically a cut rate in competition with 
their own underwriters. It disregards 
the fact that the company is a producer 
or manufacturer of life insurance which 
it markets and serves through its organ- 
ized agency force instead of through a 
‘direct to the consumer’ plan. This lat- 
ter characterizes the English method 
which has proved so futile and which 
has signally failed, whenever tried, in 
this country, notably in war risk insur- 
ance. It regards the work of the under- 
writer solely as bringing the applicant 
to the company, disregards his service 
in intelligently presenting and placing 
the proper policy and, especially, in giv 
ing thorough service thereafter. 
Effect on the Agent 


“This ignores the agent’s experience, 
lowers his moral and naturally leads the 
public to undervalue his real function. 
It causes his compensation to be re- 
garded not as a fair amount, predeter- 
mined by his contract; and as to com- 
panies doing business in New York, 
practically established by law, but, as 
only a ‘rake-off,’ for bringing customer 
and seller together, and, consequently, 
to be dickered about and saved where- 
ever and whenever possible. It is a 
direct temptation for a rebate. 

Campaign for Better Service 


“This tendency comes at a time when, 
to a greater degree than ever before, 
life companies and underwriters are cul- 
tivating a desire and ability to serve 
policyholders intelligently and in a 
more highly professional spirit, particu- 
larly necessary when multiplying policy 


iorms, more varied and complicated 
needs, make experience and _ training 
more essential than ever before. It is 


not the purpose of this communication 
to trespass upon the functions of com- 
pany executives with regard to the mat- 
ter of commission payments, but we 
feel justified in asking if you would be 
good enough to advise us whether you 
are in sympathy with our feeling that 
the direct sale of insurance from com- 
panies to applicants, without the pay- 
ment of commissions to agents, is inim- 
ical to the best interests of the life 
insurance institution as a whole, because 
of its tendency to impair the agency 
system. It would be a source of great 
encouragement to the life underwriters 
of this country if we could place 
squarely on record, as we believe we 
can, the executives of an overwhelming 
majority of our home offices who are 
willing to stand on and oppose the im- 
pairment of the present agency system. 
We shall be grateful to you if you care 
to give us an expression of your views 
of this matter.” 


CELEBRATE FEBRUARY RECORD 


Patterson Agency of Equitable Life in 
Chicago Set New Production 
Figure Last Month 
Harry TV. Wright, 
manayer of the Patterson agency of the 
Equitable Life of New York in Chi- 
luncheon for the 


associate agency 


cago, announces a 

entire agency to be held at the Con- 
gress Hotel Saturday. On this occasion 
he will outline the results of February 


just closed, in which a new high record 
was established in volume of regular 
paid for business for any agency of the 
Equitable in its history in Chicago. 
Agency Manager Alexander E. Patter- 
son was out of the city the entire month 
and the campaign was conducted as a 
tribute to him. 





In all $1,625,000 of regular business 
xz 


was paid for on the lives of Chicagoans, 
representing an increase of $555,000 over 
February, 1926, or 50 percent. As 

result the Patterson agency is now 40 
percent ahead of last year for the first 
two months of 1927. In addition a new 
high record was established in 
premiums [his performance is con- 


new 


sidered all the more remarkable as 

was done in the shortest month of the 
year (only 22 working days) during 
which time the managerial staff spent 


one week in New York City, attending 
the regular managerial educational con- 
ference of the Equitable. 

Mr. Wright led the agency in voiwn: 


with S206, 000 paid for. 


SELLING IS HELPING 


“T tell my.men that selling is nothing 
but helping. Who ever heard of a man 
being afraid to help anybody? Suppos« 
you are going to see a friend to hel; 
him. Are you airaid? Do you hesitate: 
Do vou secretly hope his secretary will 
tell you he is ‘out?’ Not at all. Why: 
Because you are going there with a 
definite purpose, knowing that you can 
be of some service. When a salesman 
approaches a customer with that ide 
in mind, he is not zoing to be afraid 
He is not going to walk up one side of 
the street gazing at the prospect’s office, 
trving to gather up the courage to go 
in and present his  proposition?”— 
Sales Management. 


The maker of a so-called noiseless 
typewriter has this commendation from 
an insurance broker: “If I were to 
marry a typewriter, I would positively 
prefer a noiseless!” 











Stephen M. Babbit 
President 


HUTCHINSON, KANSAS 
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WHAT’S AHEAD? 


That question is in the mind of every em 
bitious man, It’s in your mind 

If the answer does not satisfy, it will pay you 
to learn the advantages of a life underwriting 
contract with Fidelity. 

Fidelity originated the disability provision, the 
double benefit feature, and the “Income for Life 
plan. It operates in forty states on a full level 
net premium basis with more than $68,000,000 tn 
assets and over $330,000,000 insurance in force 

More than 3,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 
meee 








Supervisor Wanted 
CTIARACTER AND ABILITY NoT A 
ANT ODTER, who will work with new 


Dow sN 


agents ar 


alse ‘rite personal business There ts a plendl 
han fer dvancoement with an A-1 tot qualit 
omen Chive full experience and = referet 

ui Salary and Commissior Ad 





dress W-5, care The National Underwriter 





























GENERAL AGENTS 


Capable men desiring to build their own General Agencies may 
obtain exclusive territory of their own choice with this progressive 
young company. We accept all classes of life risks, age one day to 65 
years. Our best uncontracted territory includes: 











INDIANA— OHIO— MICHIGAN— 
South Bend Lima Calumet 
Elkhart Toledo St. Joseph 
Michigan City Springfield Battle Creek 

ILLINOIS— IOWA— MISSOURI 
ne — i 

‘ernon t 
Sioux “4 a 
Council Bluffs Jefferson City 
Rockford Dubuque Moberty 


For further information communicate with 
A. O. Hughes, Vice-President in Charge of Agencies 
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Farmers National Life Insurance Company 
OF AMERICA 











3401 South Michigan Ave., Chicago, Illinois 
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ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, lowa 
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Agents Wanted 


Offers an unexcelled line of pokcy contracts. 


Our juvenile policies, written on children as 
young as one day old, go in full benefit auto- 
matically at age 5 without re-examination. 


Our special low rate policies to business and 
professional men are fast sellers. 
We write women on equal basis with men. 
Splendid agency openings are now avaslable. 


Write William Koch, Vice President and 
Field Manager. 


ROYAL UNION LIFE 


HERE are thousands of 

advertisements that start 
off like this one. But there 
are few which have to offer 
the honest and progressive 
agent what the National 
Savings Life offers. 











OAD OND FOG 





The company operates in Kan- 
sas, Missouri, Arkansas, IIi- 
nois and Texas and issues 
policies designed to cover 


+ 
= 







every specific need of the in- 
sured. 





PARI ON Kes 


Our Direct by Mail Assistance 
enables our agents to shoot 
straight at the mark. It breaks 
down the lines of defense and 
enables him to start at 90 in- 
stead of zero; he has only 10 
steps to take, instead of 100 or 
110; all of these steps are sales 
steps; none are missionary; 
none are explanatory. 

Write for full particulars. 
Your correspondence will be 
held strictly confidential. 


he 
NATIONAL SAVINGS 





Ly > lS 
INSURANGE GOMPANY 


HOME OFFICE 
WICHITA, KANSAS 


Branch Offices ST. JOSEPH, MO. 
DALLAS, TEXAS 


INSURANCE COMPANY 


Des Moines, Iowa 








LITTLE ROCK, ARK. 
ST. LOUIS, MO. 


ICAO CONDOM OND OA 


A.C. Tucker, President 
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THE SHIELD COMPANY 


THE NATIONAL 
LIFE & ACCIDENT INSURANCE CO. 


(INCORPORATED) 


NASHVILLE =: : TENNESSEE 





q The Shield Company has the largest 
Industrial Health and Accident business in 
force in the world. It ranks second among 
all American Companies on Health and 
Accident premir™ income and holds fifth 
place on total numoer of policies in force. 











NATIONAL 
LIFE AND 


ACCIDENT 
WEED TSS Tt= 


1902—1927 


























